Retails at 


A 157 
Fits All Sizes of 


Garden Hose—Fine 
Cloud-Like Spray 


N 


Over the radio—in the Saturday Evening Post, we’re tell- 
ing millions about this colorful plastic “Bomb” Nozzle. 
They'll be asking YOU for it! Don’t wait a minute. Order 
your stock now—from your Sherman jobber. 


The “Bomb” Nozzle fits any garden hose, and provides the 
fine, cloud-like spray of water recommended by military 
authorities for combating incendiary bombs. The nozzle 
is made entirely of tough, durable plastic, in brilliant 
assorted colors. 

Remember, our government has warned repeatedly that 


bombing can happen here. Home owners are being urged 
to prepare NOW. You can help them, by stocking and dis- 


playing this “Bomb” Nozzle, which has been endorsed by 


hundreds of air raid wardens the country over. 


June fl, 
1942 


Also a Handy 
Flat Spray for 


Watering Flowers 
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Brushmaker John Wepler, a Wooster Craftsman for over 32 years 


Brushmaking is More Thana Livelihood --itis an ARI 


‘—) Quality has always been the sole standard of brush manufacture at 
Wooster. This fact, plus the accumulated skill of Wooster Craftsmen, is our best 
guarantee that this ideal will never be lost sight of. — 4. Even under present war- 
time limitations and regulations, Wooster continues to make the best brushes from 


available materials. Brush sales for war production 





purposes can be filled by us through Wooster Jobbers. 


FOSSSET 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
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YALE 
IS CALLING 
AMERICA 
TO YOUR 
STORE 
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Materials for blackouts and for victory gardens, hoes and 
shovels, pumps, flashlights and pails ... are strange things 
TRADE MARK eid 8 a a - 8° 5S 

for a Jock manufacturer to be advertising. 
om : Satie S . ; 
YALE PUTS 3 BIG SALES MOVERS Yet that is exactly what YALE advertising in the SATUR 


DAY EVENING POST is doing — to build store traffic for you. 


We realize that priority business may be scarce in some 


ar- 


IN YOUR BUSINESS 


communities and that your sales and service departments 
are likely to be short-handed in these “war-first” days. 
That’s why YALE is thinking, planning, building sales for 


you — of products you can sell — where you can sell them. 





THE NAME YALE HELPS MAKE THE SALE 


* THE YALE & TOWNE Siinrcnc county. sa. 
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Tavern Shops 


MAKE FLOOR SPACE WORK HARDER 


Tie Sgn the Wn iis as 
TAVERN SHOp They help sell these developments 
—— of Socony-Vacuum Laboratories 


g é Roce . Ff F that are Nationally Advertised, 
grea =]E]) Public Accepted, Priced to Please. 


‘ - 





EEN merchandisers will be quick to see the 
importance of these Tavern Shops. They dis- 
play the complete line . .. Tavern Home Products 
and Bug-a-boo Spray and Moth Crystals...to their 
best advantage. 

Wherever Tavern Home Products are featured, 
housewives have tried them, liked them, and come 
back for more. They offer you fine opportunities for 
increased sales and profits. 
Write nearest — 
Socony-Vacuum @erardbean® 
local office. NSarumontee ag 








we 
TAVERN SHOP No. 3 SOCONY-VACUUM 





Constructed of knotty pine, 





© stained and waxed, illuminated. Every Tavern Home 

ix, Tavern Shops are available in Product Carries 
several designs. Ask your the Sian the 
Socony-Vacuum representative 9 


about them. Nation Knows 

















TAVERN HOME PRODUCTS 


NON-RUB FLOO ° 
R WAX «+ PASTE WAX + LIQUID wax. WINDOW CLEANER . TAVERN CA 


Cle ; 
ANER + RUG CLEANER * FURNITURE GLOSS. LUSTRE CLoTH pane + Onine 


PARASEAL WAX. ELECTRIC MOTOR oOiL 
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[STANLEY | 
THE TOOL BOX OF THE WORLD 





Stanley Hammers combine the expert workman- 
ship and finish that craftsmen like. 

Heads are special analysis steel, “Super-Heat- 
Treated” to combine hardness and toughness. Bev- 
eled grip claws bite and remove even headless nails, 
Hickory handles are “Evertite’’ oil treated at the eye 
ead to exclude moisture and prevent shrinkage. 
Double tapered eyes and two way wedging keep the 
heads tight. 

Craftsmen can find the hammers they need in the 
“Tool Box of the World”, and be sure of the extra 

' satisfaction and long service which goes 
with this famous mark on tools...... 


Ask for Stanley Tool Catalog No. 34. It’s the 
world’s leading reference book for good tools. 


STANLEY TOOLS 


NEW BRITAIN, CONN. 
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Long-time winners 
ALWAYS KEEP PITCHING! 





HAT goes for business, too. You 

can’t afford a let-down no matter 
what the conditions are. Times may be 
turbulent—unpredictable. But one thing 
is certain. You’re sure to do a lot of good 
if you just keep working to make friends 
for your store. 

Future business depends on it. For, the 
man you have to refuse today because 
you can’t supply materials will get one of 
two impressions—either that you can’t 
help him and don’t care, or that you're 
unfortunately out-of-stock, but will do 
all you can to help him. 

If you are unable to fill requests for 
fence, remind customers that Uncle Sam 


has first call on steel. Be sure they under- 


Pi 


stand that the steel ordinarily used to 
make fence is going into tanks, jeeps, 
ships and other weapons of war. 

We are telling your customers this 
message in our advertising in leading 
farm magazines. And we are continuing 
to remind them of the high quality and 
long life of American Fence. For some 


day, when shortages are a thing of the 





past, there’s going to 
INVEST FOR VICTORY 


BUY 


be a big demand for 










fence. So keep re- 


‘aft : pr UNITED 
minding customers wawus 
that you handle ae 

: SAVINGS 
America’s best buy BONDS 
AND 


in farm fence — 


U-S-S American. 


STAMPS 








AMERICAN STEEL & WIRE COMPANY 






TENNESSEE COAL, 





Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY 
San Francisco 


IRON & RAILROAD COMPANY 
Birmingham 


United States Steel Export Company, New York 







Theres more in use than any other brand 


















HARDWARE COMPANY 
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Y/ “CHAMPIONS” 
built to be 
driven hard! 




















Hard-driving workers are driving tools harder than ever 
today! The urgent need is for equipment that will stand up 
when the “pressure’s on” and continue to do good work 
despite hard use and manifold extra-duty assignments. 

Union Hardware “Champions” fill every need for a rug- 
ged, wear-and-tear resistant screwdriver for these significant 
reasons: Blades are forged from the toughest steel and care- 
fully tempered. Blade tips are ground square and to even 
thickness so that they engage in screw slots without side 
play or slippage. An exclusive construction feature gives 
“Champions” extra strength in the mid-section — where 
strength is needed most. The blade is shrunk into a solid 
malleable bolster which rests in a heavy ferrule, while the 
tang, which forms part of the bolster, enters and passes 
deep into the hard wood handle. 

“Champions” are available in five patterns (Regular, 
Cabinet, Electrician, Machinist and Special) and 25 blade 
lengths from the 11/,” Special to 30” Machinist. 

Call on your jobber to supply you with “Champions” 
and count on the 78-year-old Union Hardware name to 
defend your name when the call is for screwdrivers that 
must serve dependably beyond the call of normal service. 


BEWEE . & Ww 
HARDWARE COMPANY 


PATO 


STABLISHEO 


smol-4-1) ‘ich mo) Mmexol <1 p 


NEW YORK OFFICE STREET 





ISI CHAMBERS 







Unloaders 
Tracks 
Forks 
Slings 
Pulleys 



















America’s war time crops 
of hay and grain will be the 
largest in history. When this 
is coupled with the serious 
shortage of harvest labor it is 
plain that all hay and grain 
unloading equipment on farms 
must be put in first class con- 
dition through repairs or re- 
placements. Here then is a 
waiting and ready market for 
Myers dealers, who have in 
the Myers Hay Tool Line the 
answer to the war time prob- 
lem of handling hay and grain 
quickly, easily and efficiently 
with a minimum of help. 


Although every effort is 
being made to provide ample 
stocks of Myers unloaders, 
track, forks, slings, pulleys and 
fixtures for the approaching 
harvest it is possible that later 
on we will not be able to 
make shipment of all of these 
items, except for emergency 
se. We recommend dealers 
urge their customers to check 
their unloading equipment for 
possible wear and breakage 
now while replacements and 
repairs are readily available. 


c 


If you do not have latest 
Myers Complete Line and 
Parts Catalogs write for them. 


THE FF MYERS « aro. co. 


ASHLAND, OHIO 


PUMPS * « « WATER SYSTEMS 
SPRAYERS « * » HAY TOOLS 
DOOR HANGERS 
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of Profitable 


Summer Sales 


1 ORDER GOLD SEAL CONGOLEUM 
FLOOR-COVERINGS . 


Their high unit of sale and rapid turnover make Gold Seal 
Congoleum Rugs and By-the-Yard exceedingly profitable 
to handle, as more and more Hardware Men are realizing 
every day. Of prime importance too is this: only a mod- 
erate stock investment is required and immediate delivery 
from nearby distributors is assured! (Ask your distributor's 
salesman about Congoleum-Nairn’s liberal Unit Shipment 
Discounts. ) 





®. DISPLAY GOLD SEAL CONGOLEUM 
ON YOUR SALES FLOOR 


Their rich, bright colors and smart designs sell Gold Seal 
Congoleum floor-coverings on sight! What's more, your 
Gold Seal Congoleum floor display brightens up your 
whole store, attracts attention to other items and takes up 
surprisingly little floor space! Since Gold Seal Congoleum 
patterns are Color Correlated with kitchen and bathroom 
accessories, they encourage a customer to buy several related 
items, instead of the single one she came for, originally! 



















p. C- 








Congoleum! Every season is a Gold Seal Congoleum 
season. At present it’s a natural for vacation camps and cot- 
tages, ‘because of its low cost and easy-to-clean features. Spring 


spate TIME IS GOOD SALES TIME for Gold Seal 


cleaning, too, starts housewives on a general refurnishing 
spree, productive of many early summer sales. And this year 
there’s a big new market among war workers in the vicinity 
of all war production plants. You are sure of VOLUME SALES, 
when you display Gold Seal Congoleum prominently! And, 
remember, with GOLD SEAL CONGOLEUM DELUXE and SUPER- 
WEAR together you sell in a price range that fits any budget! 
Write to Congoleum-Nairn Inc., Kearny, N.J., today! 


JUNE 11, 1942 





Washington, 





Interior of the Hechin er Compeny Store, 


3. DISPLAY GOLD SEAL CONGOLEUM 
IN YOUR WINDOW 


Like a magnet, the glorious alors of Gold Seal Congoleum 
patterns draw the eyes of passers-by! They act as “‘stop- 
pers,” causing women to pause and study a// the merchan- 
dise in your window. And when they see it's nationally 
advertised Gold Seal Congoleum you're displaying, they'll 
come in to buy. Demand has been established by more 
than 30 years of satisfactory service and continuous adver- 
tising. It's a year-round demand, too—so make Gold Seal 
Congoleum a permanent part of your window display. 





CONGOLEUM-NAIRN INC. 


KEARNY, NEW JERSEY 











has “What It Takes” 
for Continuous 


LONG SERVICE 


Your Jobber 
for Sanette 


MASTER METAL PRODUCTS, 
321 Chicago St., Buffalo, N. Y. 









TIMELY 


* THE 4 STAR PLASTIC FLOAT 










* THE 4 STAR PLASTIC FLOAT 


is a definite advancement in toilet tank offers the advantages of being non-corrod- 
floats for modern plumbing Its many ing, long lasting and practicaily non- 
acvantages over conventional floats are breakable 


evident upon inspection 


* THE 4 STAR PLASTIC FLOAT 
is manufactured in full size, 4" x5”, 


* THE 4 STAR PLASTIC FLOAT 
is NOT a substitute. It is a real develop- 
ment for better and more modern plumb- 


from either Tenite II or Polystyrene ing 
plastic. PROMPT DELIVERY 
oes. HA 642 
= ' 12132 W. Capitol Drive 


Milwaukee, Wisconsin 


10 





APPLIES 
EASILY, 
SMOOTHLY, / 
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HEFFIELD Linoleum Paste is made for one pur- 
pose: to make the laying of linoleum (on floor, 
steps, sink, etc.) an easy, simple, quick job. Easy to 
work with, this specially formulated adhesive grips 
fast, holds tight, and is priced right. Show it to your 
trade NOW. !/, pts. to gallons. 


THE SHEFFIELD BRONZE POWDER & STENCIL CO. 
CLEVELAND, OHIO, © *3eage-suetg 


Sheffield Fast Sellers 
















LIGHT 
SINGLE-JOINT & 
CITRUS-TYPE 


ALL RANGE 
PRUNER 


ONE-HAND 
PRUNER 


Both blades cut clean-clean 
cuts heal clean. A _ good 
pruning job cannot be done 
with a poor pruning tool. 
It pays to buy the best. 
Send for catalog of Porter 
Pruners - a model for every 
requirement. 


H. K. PORTER, Inc. 
EVERETT, MASS. 
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That extra time, 4 to 5 times longer in the annealing lehrs, means extra 
profit to you. 
This exclusive Libbey-Owens-Ford Flat Drawing Process reduces 





strains in the glass. There’s less chance of breakage in handling. And, 
when your cutter bites in, there’s less’ chance of chipping, “running” | 
and cracking. Thus you get minimum waste with L-O-F Window Glass. | 
Maximum profit. 

Your customers, too, will be better satisfied with this extra-bright, 





extra-clear glass. Its flatter surface means less waviness. 
Stock L-O-F Glass and you get all these advantages plus one more: 
TO HELP YOU SELL A name your customers know through Libbey -Owens-Ford advertising 


GET THIS DISPLAY 


MORE WINDOW GLASS in national magazines and on the radio. They'll accept the L-O-F label 





without question. 
This colorful new display piece 


holds 8” x 10”, 10” x 12” and J F 

12” x 14” lights. Place it where pf CLASS. Veh i-/ 
your customers can see you sell VIN 4 e 
L-O-F Quality Glass .. . on your for 


counter, island table or in the 


n show window. Ask your L-O-F 
d a P 
listributor for one or write 
“ Libbey-Owens-Ford Glass Com- LI B B E Y - Ow E N S O R D 
“ pany, 1242 Nicholas Building, 
y Toledo, Ohio. 








Quality Peal Y lads Products | 
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AMERICAN LEAIN ee 


AMERICAN CHAIN & CABLE COMPANY, Inc., BRIDGEPORT, CONNECTICUT ssw 
AMERICAN CHAIN DIVISION, YORK, PENNSYLVANIA 








SANDVIK fm.) HAND SAWS 


“FISH & HOOK” BRAND 
Manufactured from Finest 
Swedish Charcoal Steel. 

Taper Ground 










Well Sebesned ; 
No. 270 


—_ Highly polished blade with 
etched trade muirk. Carved pear 
wood handle with three nickel plated 
brass screws and medallion. 


SANDVIK SAW & TOOL CORPORATION 
| NEW YORK-N. ¥. ‘CHICAGO. ILLINOIS: 





— 




















Here's what it does Strains 
bushel tomatoes into juice in 
20 =6ominutes Mashes bushel 
apples into butter in half hour 
Display it with this window o1 
counter card. Tie up with can- 
ning ads in all women’s maga- 
Zines 


Sold through jobbers. Write di- 
rect for free display card, 
recipe circulars. 


FOLEY MFG. CO. 


4 Mein St. N. E., 
Minneapolis, Minn. 





3 of a Kin ind hopeal 














NS FOR TORCH USERS 


Get our new booklet, “Torch 
Pointers". No charge, no obliga- 
tion. 

Gives in simple, non-technical 
language valuable information on 
the use and care of torches. How 
to fuel, start, stop; safety hints; 
simple repairs; the correct method 
of soldering, sweating, tinning, and 
other typical torch operations. 


Your copy of ‘'Torch 








CLAYTON & LAMBERT 


MFG. CO., Detroit, Mich. 












ALWAYS IN 
DEMAND 









Stock Moore Push-Pins and 
Push-less Hangers for @& 
more sales and faster 
profits. Your jobber 

can supply you. 


Z. 
MOOR PUSH-PIN COMPANY e Since 1900 
113-25 BERKLEY ST., PHILADELPHIA, PA. 
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PICNIC STOVES 


HI-LO Picnic Stove. 
Boils, fries, toasts, 
broils. Instant — 
control fire pan. Co!- 
lapsible. HW- 1275 


Union Wire Broilers 
for HI-LO Picnic 
Stoves 





SAND'S-STEVENS 





RUBBISH BURNERS 
Popular lose - proof 
Zipper tops. Sturdy 
steel wire. Three 
grades. Rust-resist- 
ing. Heat-proofl. 
Welded joints. Vol- 
cano bottom adds 
strength, gives bet- 
ter draft, prevents 
smoldering. 


SURFACE AND LINE 


FACTORY 


BUILT-IN ACCURACY” 


SAND’S LEVEL & TOOL CO. 





STEEL CLOTHES 
DRYERS 

lfor use in kitchen 

poy on ts Ample 

diving eis 

t « . ’ 

comidget Dryer 18 


i Dryer. 50° Dry- 
poy enn Closes to 
7" wide. Open 24x 

21 x51" high. 


World’s Standard for Half a ofTabatiay 


SAND’S LEVELS 


Teek THE FTRUTe 
8631 Gratiot Ave. Detroit, Mich. 


Stick to 
PREFERRED Stocks 


You can buy War Bonds and 
Hoppe’s Gun Cleaning Prod- 
ucts with a feeling of full se- 
curity. Both are safe. Both 
are certain. Each protects your 
capital, each pays definite div- 
idends and each has ready turn- 
over or convertibility into cash. 


FRANK A. HOPPE, INC. 
2314A North 8th St., Philadelphia, Pa. 

















CARPENTE9S wOOD 
AND ALUMINUM 


TILE SETTERS’ WOOD 
AND ALUMINUM 
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“AYE MATEY, 


soos I LOTS O' WAYS OF MAKIN’ 
E LAST LONGER. AND THE FUST 


WAY IS TO B 
E MIGHTY CA 
REF 
YOUR SELECTION O’ ROPE.” e 4 








Yes, rope conservation is here—as defi- 
nitely and as surely as rubber, tin and wool 
conservation. For this reason. we are present: 
ing in this and subsequent advertisements the 
basic rules of rope conservation. We have 
grouped them under five headings—Pprope! Se- 
lection, Storage. Handling, Inspection and 
Safety Precautions. By following these few 
common-sense rules, you will be able to extend 
the useful life of your Manila rope far beyond 
ordinary expectations. 


re, WAYS TO SAVE ROPE 


BY PROPER SELECTION 4 


1. C- 


QUALITY CONTROLLE | 
D 
Every Step of the Way | 


LUMBIAN 








Pg e's ROPE COMPANY 
n, “The Cordage City”, New York 
, r 
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“Do you serve the war effort?” That’s 
all that matters now. This is war... 
fraught with terrible possibilities. 

You of the tool trade do serve the 
war effort in a thousand and one ways. 
You supply tools and equipment to 
workmen who depend on you — me- 
chanics, farmers, masons, many others 
—all war workers in production or 
maintenance or operation. You pro- 
vide the channel between these men 
and sources of supply otherwise out of 
their reach. You maintain stocks so 
that they can get what they need when 
they need it. Can you therefore carry 
on as usual? Do your job now as you 
did only a few short months ago? 


ju serving the 
W/ WAR EFFORT? 


NO! You have a head start, it’s true, 
but you havea new job too: for every 
tool you sell and hope to replace in your 
stock, you must secure a priority rating 
of A-10 or higher and pass it along to 
your supplier. The Government has 
established the machinery . . . it’s up 
to you to use it and make it work. 

Order P-100 and Forms PD 1A and 
3A were originated to help you to serve 
the war effort. You should familiarize 
yourself with their every provision and 
then apply them to the limit of their 
proper use. 

This is the new pattern. We must all 
play the game according to the rules 
if we are to survive. 





COMPANY 


MANUFACTURERS OF FINE HAND TOOLS, PRECISION TOOLS, PORTABLE ELECTRIC TOOLS, AND HACK SAWS 


GREENFIELD, MASS. 
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Price Ceilings: — 


Three weeks ago the gen- 
eral price ceilings became ef- 
fective and maximum March 
1942 prices are the set retail 
prices on all but a few food 
products. Although there was, 
and still is, considerable con- 
fusion expressed among retail- 
ers, the operations of this 
phase of OPA’s fight to curb 
inflation seem to be function- 
ing with relatively few hitches 
or com dlaints for non-compli- 
ance. The visible posting of 
ceiling prices is not too dif- 
ficult for most hardware stores 
nor is the filing with OPA of 
the approximately 30 hard- 
ware store items included in 
the so-called “cost-of-living” 
group. The real operating 
burden imposed is the require- 
ment of a complete retail price 
book on every item in the 
store, of course, on March 
1942 selling prices. This book 
must be on the premises dur- 
ing business hours and is to 
be available to any interested 
consumer or government in- 
vestigator. For the depart- 
ment and chain store this 
presents very little difficulties, 
but to the average sized in- 
dependent merchant it is an 
almost physically impossible 
accomplishment in the time al- 
lowed. Yet the rules require 
this price book by July 1, 
1942. 
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Unintentional 


Violators:— 
Unfortunately, too few 
hardware stores keep ade- 


quate price records or other 
accounting data needed to ex- 
pedite the making of a com- 
plete price book. It is a fair 
guess that a great many deal- 
ers will find it difficult to live 
up to the full spirit of this new, 
government - imposed _regula- 
tion on business. Too many 
will be unintentional violators 
unless OPA provides a little 
more time leeway for the 
smaller retail firms which do 
not have the records nor the 
man power to comply fully 
within the specified period. If 
OPA’s top men would consult 
with some of the practical 
hardware men now serving 
with them in that unit, they 
could quickly learn that even 
a modest retail hardware in- 
ventory may have from 4,000 


to 10,000 items and_ that 


wholesalers’ stocks from which 
the retailer obtains his mer- 
chandise will run as high as 


65,000 items. Thousands of 
stores, familiar to members of 
the Harpware AGE. staff, 
would literally have to  sus- 
pend all business for 30 days 
or more and do nothing else 
but work up this price book 
—a’ hardship far in excess of 
its contribution to curbing in- 
flation. 


Protest Justified:— 
More than half of all of 


the hardware dealers in this 
country are justified in pro- 
testing the July Ist time limit 
for completing the total retail 
price book. They should not 
mistakenly protest the price 
ceiling order itself, nor be 
hostile to OPA’s earnest ef- 
forts to stop inflationary trends 
—but they have a definitely 
justifiable complaint against 
the short period of time per- 
mitted for doing what. for 
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them, is a mammoth book- 
keeping accomplishment. And 
that complaint, courteously 
and non-belligerently express- 
ed should be addressed im- 
mediately to Mr. Leon Hen- 
derson, Director, OPA, Wash- 
ington, D. C., with carbon 
copies or a similar letter to 
your representatives in both 
houses of the Congress. If a 
sufficient number of such com- 
plaints are received some re- 
lief may be provided. 


Suggested Protest:— 


Here is our suggestion for 
the protest. It can be written 
on your letterheads, postal 
card or sent as a night letter 
to Leon Henderson at the 
address given in the previous 
paragraph. Here’s the idea. 
as we see it: 

Dear Mr. Henderson: 

My hardware store is in 
a town of....... popula- 
tion. It is a relatively small 
business employing ...... 
persons. We regularly car- 
0 ES items in stock. 

I want to support your 
efforts to curb inflation and 
I don’t want to violate any 
laws or regulations that are 
part of the war effort. 

But—it is impossible for 
me to comply with part of 
the General Price Ceiling 
Order. I cannot complete 
a price book by July 1, 
1942. I need more time. 
So do thousands of small 
dealers like myself. 

This is important enough 
for your immediate atten- 
tion and consideration. 

Cordially 


(Your name) 


Such an appeal should, on 
its merits, command the earn- 
est interest of Mr. Henderson 
and inspire him to extend the 
time limit. He knows that the 
strength of OPA’s price ceil- 
ing control is governed by the 
voluntary cooperation extend- 
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ed by the merchants of this 
country. It is practically im- 
possible to police the job, and 
so we strongly urge action in 
making this protest along the 
lines suggested. 
Epitor’s Note: — The Harp- 
WARE AGE Inventory Sheets are 
readily adaptable to this pur- 
pose and if you have a supply 
on hand, we suggest you use 
them. If not, they are available 
at a modest cost of 200 for 
$1.00, plus a mailing cost of 
25c. Loose leaf binders, which 
will enable you te keep these 
sheets in permanent book form, 
can be obtained at an addi- 
tional cost of 50c. per set. Send 
orders, with money, to Harp- 
warRE Ace, 100 East 42nd St., 
New York City. 


“Retailers for 
Victory” :— 


Under the chairmanship of 
Maj. Benj. H. Namm, Brook- 
lyn, N. Y., department store 
owner, the entire retail frater- 
nity is urged to participate in 
the “Retailers for Victory”’ 
program. This plan requires 
intensive efforts to sell at least 
one billion dollars worth of 
war stamps and bonds during 
July, through retail stores. At 
the present time, the Treasury 
Department estimates that 
about one million retail stores 
are actively selling war stamps 
and bonds in response to the 
Department’s efforts to obtain 
wide-spread participation in 
war financing on a strictly 
voluntary basis. This worthy 
program should have _ the 
whole-hearted support of all 
retail hardware men and be 
considered as part of their 
privilege and obligation as 








Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
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citizens of a free country— 
which intends to stay free. 


Post War 
Economy :— 


Order now, take delivery 
when available after the war 
and make partial payments 
between the time of placing 
the order and the hour of de- 
livery. That is the gist of a 
new idea promoted by the Ad- 
vertising Club of New York. 
Particularly applicable to au- 
tomobiles, refrigerators, ra- 
dios and other major _pur- 
chases, this plan may have 
some fundamental economic 
advantages if certain “bugs” 
can be worked out of the pro- 
gram as it is now offered. It 
would obviously lessen, if not 
eliminate, the lag between the 
cessation of war production 
and the resumption of peace- 


_time civilian manufacturing. 


That factor alone might re- 
duce the seriousness of the 
customary breakdown of buy- 
ing power due to unemploy- 
ment which has _ followed 
every other war or boom pe- 
riod. With substantial orders 
on hand, there would prob- 
ably be a strong urge to “re- 
convert” production units 
back to their normal manufac- 
turing program. In the mean- 
time, distributors and part of 
their selling personnel could 
continue in business and be 
ready for a resumption of their 
normal peace-time pursuits. 
The plan provides that the 
funds collected be used to buy 
war bonds—but it would seem 
necessary to have some new 
kind of bond issue redeemable 
at a stated period following 
the close of the war. This is 
easier to say than to accom- 
plish, but there is sufficient 
merit to the basic idea to jus- 
tify earnest study by business 
and government leaders so 
that this nation will not be in 
the position of “winning the 
war and losing the peace.” 
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ILCO Automatic Deadlatch No. 257 = When door 
is closed bolt is automatically projected an extra 
ly" and is deadlocked so that it cannot be forced 
back by end pressure. 





ILCO Cylinder-Rim Night Latch No. 218 = Stand- 
ard design; reversible latch bolt; 5 pin-tumbler 
cylinder. : 





ILCO Cylinder Rim Night Latch No. 255 — Revers- 
ible latch bolt; 5 pin-tumbler cylinder. 


All above are full size latches with standard backset; 
will replace any standard backset rim night latch. 














You’ve been bumping along over some tough roads since you 
left ““Business-As-Usual” way back in 1941! But Priority Ave- 
nue avoids those delays and detours—it runs straight through 
the heart of the War Effort! 

For priority orders are the order of the day—the one means 
by which you can secure prompt delivery of ILCO locks and 
other important items for supply to the war industries and 
projects. 

Remember that priorities—and the paper work connected 
with them—are necessary; there’s no other way to allocate 
critical, scarce materials where they are most vitally needed. 


And we’ve got to win this war—and we mean WIN it. 








PD-IX is a new Preference Rating Application Form designed 
to help you obtain priority assistance on certain essential types 
of supplies which you purchase directly from producers. You 
can use it if your total inventory of all supplies exceeds $20,000 
and if your total inventory of certain specified supplies ex- 
ceeds $10,000. We will be glad to help you interpret this 


form ... and we're ready to fill your priority orders promptly. 


a 
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Fitchburg, Massachusetts on 


BRANCHES IN ALL PRINCIPAL CITIES 
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“D 
EMONSTRA. 


TIONS are the thing that really 
started us selling kitchen and laun- 
dry equipment. We offer $5 to the 
treasury of any group of 35 or 
more, who are from an organized 


of a 
parent-teachers’ group, for attend- 


church or are members 


ing one of our demonstrations,” 
says W. O. Mullee, Mullee’s, Inc.. 
of Warren, Ohio. A demonstra- 
tion by a paint manufacturers’ 
representative started this form of 
activity for the store, then came a 
gas range showing which was {fol- 
lowed by demonstrations on wash- 
ers and electric vacuum cleaners. 

Mullee Hardware is 114 miles 
from the center of Warren, a city 
of 43,000. This, at first glance, 
might seem a disadvantage but 
there is ample parking space which 
is a decided asset. The showroom 
is 102 ft. wide and 75 ft. deep 
and there is plenty of room for 
store demonstrations. Demonstra- 
tions on all types of kitchen and 
laundry appliances are held dur- 
ing three months in the spring and 
two in the fall. And the basic 


20 


THRIFTY ALL STEEL KITCHENS 
PREG KITCHEN = PLANNING ERVKCE 
PRESSED STEEL 


YOUNGSTOWN 


‘és 


units shown so prominent 


to a crowd attending 
W. O. Mullee talks to on onal pm 


about $9.00 to $23.00, while cabinet sin 










a demonstration. Kitchen cabinet 
ers. Base units are priced from 
ks are from about $49.95 up. 


“DEMONSTRATIONS 
Are the Thing!” 


Says W. O. Mullee, Warren, 
Ohio, and they do the job 
in selling equipment for 
the kitchen and laundry 


ideas of the group demonstrations, 
as outlined in the illustrations on 
these pages, are used to show indi- 
vidual prospects the advantages of 
these various appliances. When 
group demonstrations are held vis- 
itors are requested to indicate 





their names and addresses on 
special cards, thus adding to the 
store’s prospect lists. 

Gas and electric ranges are con- 
nected at all times, as are the sink 
and laundry units shown in the 
model setup. “We don’t step out- 
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Mr. Mullee Demonstrates These Points 
in Making a Water Heater Sale 


“Sales points must be proved if the 
customer is to believe them,” says 
Mr. Mullee. “It is for this reason that 
every appliance is installed in our 
store just as it would be in the cus- 
tomer’'s home. We ask the customer 
to put his hand on the tank of the 
automatic gas water heater to prove 
to him that the tank is well insulated 
and that it is not hot. This also 
proves that the heater will not heat 
up the house even though it is in 
operation.” 








a 
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“In the summer time, we use another com- 
parison to prove how well the heater tank is 
insulated. We ask the customer to feel the tile 
wall of the store and then to feel the heatei 
tank. On a hot alternoon, the wall will be 
much warmer than the tank o! the heater 
Demonstrations of this type soon convince the 
customer that the appliance does what we say.” 





> 
> 





“A customer sometimes gets the idea that we do not 
have very hot water in the heater tank because the tank 
is so cool. On these occasions, we take the customer 
over to a kitchen sink nearby and turn on the hot watei 
faucet for him so he can actually see how hot the 
water is. As soon as the faucet is.opened water near 
the boiling point is at hand. This always makes a tre- 
rmendous impression and helps us prove our: point.” 








“Concluding selling points which 
we usually emphasize have to do 
with automatic control devices which 
keep the water at an even tempera- 
ture. These are explained in terms of 
what they mean to the customer. By 
keeping the water at an even tem- 
perature, corrosion inside the tank is 
kept to a minimum. Operating costs 
are also reduced as a result of thesc 
contro] devices.” 











side the store to sell anything,” 
says Mr. Mullee.” There isn’t a 
single church organization in War- 
ren that hasn’t been in for one of 
our demonstrations. People have 
even purchased equipment two 
years after a demonstration. We 
have afternoon and evening dem- 
and feature at least 
three items at each session. No in- 
stallment payments are allowed for 
a period of more than one year. 
We show the price of the different 
units on a cash basis. When cus- 
tomers want to buy on an install- 
ment basis, and have made up their 
minds to purchase, we suggest that 
they are prepared to pay a good 
substantial down payment. With 
this compliment they will pay $25 
or $30 down. When the customer 
pays in 90 days there is no carry- 


onstrations 


ing charge. The people we want 
to serve are those who wish to save 
money by buying for cash.” 

The Mullee store has expanded 
considerably since it was first used 
for a hardware business. A little 


e 
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over nine years ago Mr. Mullee 
conducted a gasoline and service 
station. He entered the hardware 
business with $700 capital and 30 
ft. of hardware display. During 
these years the store has been en- 
larged to its present size and has 
broadened its lines so that in addi- 
tion to hardware and housewares 
lines it sells candy and cigarettes, 
women’s necessities and numerous 
other lines removed from the hard- 
ware field. Two of Mr. Mullee’s 
sons, one of whom is now in the 
army, and a daughter were given 
Dale Carnegie instruction in order 
to help them meet with and talk 
to customers. Salesmen bringing 
in new lines are always obliged to 
tell the Mullees all about their mer- 
chandise and how to sell it. 

Largely on a self-service basis, 
the store has two entrances but 
only one exit and one cash register. 
In this way, the details of wrap- 
ping packages and making change 
are attended to by one person. 


* 


Mullee’s Pipe Machine Paid for 
Itself Three Times the First Year 


N just a little over a year the 

pipe cutting and _ threading 
machine which Mullee’s, Inc., 
Warren, Ohio, purchased paid for 
itself three times over. Income 
from this machine is increasing 
every day, too, according to W. O. 
Mullee, owner, because all of the 
small machine shops in the com- 
munity that formerly did odd pipe 
and bolt threading jobs are busy 
on defense work and cannot take 
care of civilian work. 

“One of the best moves we ever 
made was when we purchased this 
shop type cutting and threading 
machine,” says Mr. Mullee. “This 
is one of the most expensive mod- 
els and it can do almost any type 
of work. Besides cutting and 
threading of any kind and size 
of pipe, USS SAE bolt 
threads up to inch can be 
cut on the machine. Today cut- 


and 


one 


ting bolt threads is one of our 
most lucrative sources of income. 

“Machine shops 
this business in our community. 
Now they cannot handle this work 
for civilians. So farm- 


used to get 


garages, 
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ers, local manufacturers, and home 
owners come to us for special 
thread cutting jobs.” 

Many new customers are at- 
tracted to this hardware store be- 
cause of this service that it can 
render at the present time. Capi- 





tal has been made of this in many 
ways. New customers visiting 
the store in order to get an odd 
thread cut, became acquainted 
with the many other lines of mer- 
chandise. The new business that 
has resulted in this way cannot be 
estimated, according to Mr. Mul- 
lee, but it is a very worth while 
volume. 

“This machine saves us a lot of 
time in cutting and threading 
pipe,” says Mr. Mullee, “and we 
sell a lot of pipe for we are noted 
for our stock of water systems 
and well supplies. We have a set 
schedule of charges for pipe 
threads. We do not charge for 
cuts. Charges for threads are as 
follows: Pipe thread up to %4 in., 
10 cents; 1 in., 15 cents; 144 in., 
18 cents; 114 in., 20 cents; 2 in., 
25 cents. 

“Many of the garages in the 
city use our machine to cut bolt 
threads. For special work of this 
type we charge $2.50 per hour for 
the use of the machine. Many of 
the garage mechanics operate the 
machine themselves since they 
have used it so much in recent 
months. The making of odd size 
‘U’ bolts is one of the jobs com- 
monly handled on the cutting and 
threading machine for garages.” 

This company has a little over 
$400.00 invested in this machine 
and related dies and cutting ac- 
cessories. It is a regular machine 

(Continued on page 47) 
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The threading and cutting machine is located in the basement at the 


foot of a long ramp coming from the main floor. 


The pipe stock pile 


is kept along the side of the ramp and is convenient to the machine 
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The Small Town Hardware Dealer 
and His Farm Market 


“The Department of Agriculture 

in Washington is beginning to 

move in the right direction—but 

its leaders need backing. They 

need to hear the voice of the 

farmer and the voices of those 
who serve him.” 


By M. C. GOODRICH 


James Mfg. Co., 
Fort Atkinson, Wis. 


S,, ALL town _hard- 


ware dealers today find themselves 
in the unique position of having a 
ready and willing market, with the 
ability to buy, yet unable to do a 
normal business because of inabil- 
ity to get the merchandise. For 
the first time in a dozen years, 
dairymen, poultrymen, and hog 
raisers have the money with which 
to buy those things they have 
needed for so long a time. Fur- 
ther, that need is now amplified 
under the forced draft of the 
“Food for Victory” program. The 
tools of the farmer’s trade, so es- 
ential under normal conditions, 
are now absolutely paramount in 
the farmer’s all-out effort. 

We have just returned from a 
swing through the central states. 
Our primary purpose was to get 
first-handed the true and actual 
picture of how the total war effort 
is affecting small town hardware 
dealers in general. Remember, we 
said small town dealer, because his 
farm equipment business makes 
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up a large part of his total vol- 
ume. Another point we wish to 
make perfectly clear is this: not 
a dealer with whom we talked 
feels badly about the restrictions 
now in effect which limit or elim- 
inate his sales on non-essentials. 
He is in 100 per cent agreement 
with the curtailment of things not 
directly contributing to the win- 
ning of this war. 


Dealers Are Cooperating 


Dealers everywhere are cooper- 
ating wholeheartedly in the mat- 
ter of repairs and replacements, 
going out of their way to advocate 
fixing up present equipment rather 
than trying to sell new merchan- 
dise which they may happen to 
have in stock. We found many 
dealers active in the local campaign 
to gather up old scrap iron. The 
repair shops of most dealers are 
busy places these days, and the 
extra volume helps to offset some 
of the other losses in business. 

One of the toughest nuts to 


; & 


crack is the help problem, espe- - 


cially with those dealers who have 
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always maintained canvassers or 
outside salesmen. With business 
coming in over the transom, there 
is little real need for going out 
after it. In many cases, the dealer 
has been able to secure enough 
repair business to keep these men 
busy, or he has made adjustments 
both as*to wages and hours that 
make it possible to break even. 

As far as the city trade is con- 
cerned, small town dealers have 
the same problems as do stores in 
metropolitan centers. Consumer 
goods, though scarce and getting 
scarcer, are still available in suffi- 
cient quantities to provide profit- 
able turnover. Further, many 
items ordinarily bought by the 
urban trade are coming through i 
substitute materials and new de- 
sign to accommodate those mate- 
rials. Such is not generally true 
in the case of farm machinery and 
equipment. It still requires steel 
and iron to build a good cow stall, 
fence post, plow, hay car, or milk- 
ing machine. 

The one big hope of small town 

(Continued on page 46) 
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Fig. 1—Pages for price book are 81/2 by 1l in. and are 
kept in a standard post binder. Celluloid tabs protrud- 
ing from division sheets indicate department sections. 


RICE books help 
the hardware dealer cope with 
changing operating conditions and 
comply with war time regulations 
of today with the least delay and 
expense, says E. A. Mahoney, one 
of the owners of David Mahoney 
Co., Inc. They also save time be- 
cause they eliminate the necessity 
for marking every item of mer- 
chandise in the store. They sim- 
plify and speed up the job of mak- 
ing price changes and provide the 
dealer with a valuable record of 
merchandise costs which is decid- 
edly helpful in buying. 

Records of this type are becom- 
ing more essential now that price 
ceilings have been established on 
practically all merchandise, and 
since information of this type 
must be made available to custom- 

officials on 


ers and government 


demand. 
Mahoney’s has used price books 


for many years in their two stores 
in Schenectady, N. Y., an indus- 
trial city of approximately 97,000 
population. Fourteen price books 
now are in use in the two stores. 

“We developed our own price 
book to meet our particular 
needs,” says Mr. Mahoney, “and 
today have the job of keeping it 
revised and up-to-date completely 


organized.” 


10 Departments 


The price book which this com- 
pany uses is divided into 10 de- 
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partments or sections. Each sec- 
tion is made up of an index and 
price sheets. The 10 department 
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“Price 


classifications are given a code 
letter for easy identification and 


are as follows: 


Price Book Departments 
or Sections 


Code 
Letter 
A—Hardware 
B—Tools 
BP—Power Tools 
C—Heavy Hardware, Nails, 
Bolts, Screws. Wire 
D—Paints, Glass. Brushes 















Fig. 2—A sample of the general inde 
Items are lis 


price data is to be found is indicated. This gener 


ment of the price book. 


the price sheets in each department of the price book. 
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x sheet for the “A”-HARDWARE depart- 
ted alphabetically and the page where 
al index section precedes 
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E—Builders’ Hardware 

F—House Furnishings 

G—Plumbing Supplies 

H—Dairy Supplies 

I—New Goods 

Protruding celluloid tabs on 

division sheets help salesmen to 
quickly and easily locate the par- 
ticular department of interest to 
them. 


ooks Are a Necessity” 


price book. These sheets list all 
items of merchandise in the de- 


partment in alphabetical order 


be 


Index (Fig. 2). Opposite each item ap- 
There is an index in the front pears the number of the price 
of each department section of the sheet on which prices will 
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Fig. 3—Price sheets show considerable buying information about products 
in addition to selling prices. Costs in code, discounts in code and the names 
of manufacturers or suppliers are plainly indicated. Items to be closed out 


of stock are marked “C.O.” 
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Says E. A. Mahoney. Here 
is how he uses them to 
advantage in his stores 


found. Price sheets for the depart- 
ment follow the index. 

To find the price on anchor 
plugs for example, the salesman 
turns to the index of department 
“A”—Hardware (Fig. 2), and 
locates anchor plugs in the alpha- 
betical listing of products (“A” 
Fig. 2). He finds that prices on 
this line are to be found on page 
74 in the price sheet section (“B” 


—Fig. 2). 


Price Sheets 


Price sheets (Fig. 3) show com- 
plete price data on all items listed 
in each index section. They are 
8’ by 11 in. in size and are 
punched to fit a standard post 
binder. Each sheet is ruled with 
33 horizontal lines, thus providing 
spaces for listing at least 33 in- 
dividual items. Each line also is 
numbered with numbers along the 
left hand side of the page. 

Price information is carried on 
only one side of the price sheet. 


What Price Sheets Show 


In addition to selling prices, 
price sheets (Fig. 3) show con- 
siderable buying information. Re- 
tail and cost prices are shown 
for each item. Cost prices are al- 
ways indicated in code. Some- 
times list prices appear in place of 
cost prices. In such instances, a 
notation of the discount used to 
determine cost is indicated. This 
discount figure is always shown in 
code. 

Prices on various quantities 
(Fig. 4) are listed on many lines 
where quantity sales often occur. 
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Fig. 4—Prices on quantities are established in the price book on some lines usually sold to large users. 


Prices on lots of a dozen, 10 and 
100 quantities are common. The 
quantity unit on which prices are 
established depends upon the line 
In most cases. 

Sources of supply are usually 
recorded after the name of the 
product on many of the price 
sheets. Each individual item list- 
ed under a product classification 
is identified by either a manufac- 
turer’s catalog number or, where 
this is not possible, by a brief de- 
scription. 

Every price sheet also has cer- 
tain identifying marks which in- 
dicate its department and correct 
place in the price sheet section. A 
code letter designates the depart- 
ment and a page number shows its 
place in the section. These identi- 
fication marks are never changed, 
no matter how many times prices 
on the items are revised and new 
sheets issued. A date on the sheet 
tells when the sheet was last re- 
vised and this is changed when- 
ever this occurs. 


Arrangement of Price Sheets 


No set plan is followed in ar- 
ranging price sheets in the depart- 
ment sections. Sheets on closely 
related products such as_ rakes, 
hoes, and shovels in the line of 
steel goods are kept together. This 
saves time in getting price in- 
formation, particularly if the sale 
involves one or more items in the 
group. No attempt is made to 
keep products in alphabetical 
order in this section as this is not 
necessary with the index. 

However, once a sheet is as- 
signed a page number this is rare- 
ly changed, since to do so would 
disrupt the price ticket and tag 
marking system applied to items 
in the store marked in this man- 
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ner. This is discussed in detail 
later. 

When price sheets are issued on 
new merchandise (to be stocked 
regularly), these sheets are simply 
inserted at the end of the price 
sheet section in the individual de- 
partment. 

Occasionally a new item is 
added which is related to a group 
of products already listed in the 
price book, and it may be desir- 
able to have the price sheet on the 
new item located with this group. 
To accomplish this, the new price 
sheet is given one of the page 
numbers already assigned but a 
letter suffix is added, for example 
37A. This new sheet would then 
be inserted after page 37. By 
using different letters additional 
sheets can be added after any 
original page. 


Making Up and Revising 
Price Sheets 
Price sheets are printed on a 
duplicating machine. Fifteen to 


20 copies are run off at a time, 
enough to provide a change sheet 
for each price book and extras for 
the file. 

“Master sheets” prepared with 
special duplicating carbon paper 
are used in the printing process. 
These can be used over and over 
again and have the added advan- 
tage that they can be revised and 
corrected. After the new price 
sheets are run off this “master 
sheet” is placed in the file with 
other “master sheets” of every 
page of the price book. 

When changes must be made in 
a price sheet, the “master sheet” 
for the particular page is removed 
from the file, corrections made on 
the “master sheet” by a special 
process, and then the revised sheets 
printed. This simplifies and re- 
duces to a minimum the recopying 
work. It is seldom necessary to 
recopy a complete price sheet. 

“As soon as we decide that 
price changes on an item or line 

(Continued on page 47) 










Fig. 5 — Gummed 
price tickets and 
string tags are 
used in pricing in- 
dividual items 
where this is ne- 
cessary. Retail 
price, identification 
number (keyed to 
price book), and 
date when mer- att 
chandise was pur- 
chased or placed 
in stock are shown. 
Tickets and tags 
are made up on a 


YEAR IN 
marking machine. 
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Some Facts About Your 


CEILING PRICES 


Ths are the eight 


steps by which you arrive at the ceil- 
ing prices for merchandise in your 
store. Where Formula No. 1 does 
not apply, use Formula No. 2, if 
that fails, use No. 3 and etc. The 
word “price” refers to your selling 
price. 
1—Highest delivered price in 
March, 1942, for the same goods. 
2—Highest offered March price 
March delivery for same goods. 
3—Highest delivered price in 
March for similar goods. 
4—Highest offered March price 
March delivery similar goods. 
5—Highest competitor’s delivered 
price March same goods. 
6—Highest competitor’s offered 
price March delivery same goods. 
7—Highest competitor’s delivered 
price March for similar goods. 
8—Highest competitor’s offered 
price March for March delivery 
similar goods. 


What You Must Do 


1—Effective April 28 preserve all 
existing records of March, 1942, 
prices. 

2—From May 18 on—observe 
maximum prices as determined by 
procedure set forth in the General 
Maximum Price Regulation for all 
commodities and services you sell 
in your store. (See Progressive 
Price Formula published on these 
pages. ) 

3—Effective May 18, keep the 
same kind of records or documents 
as in No. 1 relating to _ prices 
charged after May 18. 

4—Effective May 18, keep records 
showing the basis for determining 
the maximum price of any item sold 
after May 18 and not sold or offered 
for sale during March, 1942. 

5—Effective May 18, post all “cost- 
of-living” commodities by ceiling 
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a * * 
prices. (See list published on these 8—By July 1 file maximum prices 
pages. ) of “cost-of-living” commodities only 
6—Effective May 18, begin prep- with OPA. 
aration of a “Maximum Price Book” 9—Continue to provide customary 
of “Maximum Price List’, showing sales slips and give receipts. 
highest prices charged for each item 10—Properly identify al merchan- 
during the base-period, which is dise in displaying ceiling prices on 
March, 1942. “cost-of-living” commodities or pre- 
7—Effective July 1, be prepared paring statements of maximum 
to show this statement of March prices. 
prices to anyone asking to see it. (Turn to page 28) 


x * * 


“Cost-of-Living” Commodities 


From May 18 on you must prominently display the ceiling prices of 
merchandise appearing on this list. These prices must be marked on 
the article itself, or its shelf, box, rack, or counter, or a price list may be 
posted for public inspection at the point of sale. The guiding rule is 
visibility to the customer. You must also clearly identify the merchandise 
to which posted prices refer. 


By July 1 you must file with OPA a statement of ceiling prices for items 
on this list, sold or offered for sale by you during March, 1942. This state- 
ment must contain a description of the merchandise, its ceiling price. (See 
sample on these pages.) You must also file on the same date a statement 
of your customary discounts, allowances and price differentials during 
March to different purchasers or classes of purchasers. These may be set 
forth on a separate sheet of paper if preferred. 


The “cost-of-living” commodities list as published here shows only those 
items generally classed as hardware store merchandise. For the classifica- 
tions marked by asterisks, the maximum prices may be posted by price 
lines at the place in the store where they are offered for sale. 


Razor blades Kitchen tables and chairs 
Work shirts Studio couches and sofa beds 
Work pants Mattresses 
Overalls and coveralls Bedsprings 
Mackinaws* Rugs and carpets, size 6 by 9 ft. and 
Men's work gloves larger 
Work and sport shoes* Linoleum 
Radios and phonographs Felt base floor coverings 
Vacuum cleaners and carpet Window shades 

sweepers Haytorks 
Refrigerators and iceboxes Garden and lawn rakes 
Washing machines Dirt shovels 
Sewing machines Axes, single bit 
Stoves and ranges Claw hammers 


Small appliances: irons, toasters, Handsaws 
glass coffee makers, and mixers Paints, interior-exterior house paints 


Floor lamps and bridge lamps (ready-mixed) 

Light bulbs Fertilizer, bulk and packaged 
Ironing boards Vegetable seeds, bulk and packaged* 
Step-on cans Insecticides 

Floor brooms Bicycle, adult sizes 


China and pottery tableware, insets Bicycle tires 

Cooking utensils (10-qt. pail, 2-qt. Flashlights 
saucepan, 5-qt. teakettle) Kerosene 

All living room, dining room, and Fuel oil 
bedroom suites (sets or individual Oil 
pieces) Tires and inner tubes 











Some Facts 
About Your 
Ceiling Prices 


A New dealer 


writes: 
Q-~-We would appreciate it if you 


Jersey hardware 


will kindly advise us in reference to 
the OPA ceiling price book?” 
A—We assume you are referring 





Suggested Method for Filing Statement 
on “Cost-of-Living” Commodities 
JOHN JONES HDWE. CO. 

Smithville, N. Y. 


Maximum Price List 
or “Cost-or-Living CoMMopITIES” 


Name of 
Commodity 


Suppliers or 
Dealers No. 


Brand, Grade, 
Trade Name Vaximum 
or Other Identification Price 


Washing Machine “B” Mfg. Co. No. 2201 “Whitedo” 59.50 

Coffee Maker, glass “C” Mf. Co. Er454 Ivory, 8-cup 6.75 

Light Bulb “Z” Co, A-19 “Bright” —25-watt 10 
Floor Covering — Co. “Walk-on” 9 by 12 

felt base 4.95 

Rakes, garden A-73 “B” Whise. Co. “Centry”—14 teeth 1.28 

A-84 “W”" Mfg. Co. “Walla”—16 teeth 1.35 

Axe, single bit Smith Mfg. Co. Mich. pattern—“X-cut” 1.50 

Saw, hand 1000-26 in. Rip 3.50 

Bartinge Mfg. Co. 
Fertilizer Jones & Co. “Occa”—5 lb. 40 
(Plant Food) 
Flashlight “Spot”—2 cell 49 


This is only a suggested method 
of preparing your statement on 
“cost-of-living” commodities which 
must be filed with your local OPA 
board by July 1. Information given 
in the above suggested statement is 
fictitious though its form follows 
recommendations made by OPA in 
its Bulletin No. 2. 

In filing your statement, OPA re- 
quires primarily that you use your 
own paper in standard letter size 
(8 by 10% in.) and the statement 
should preferably be typewritten, 
but if a typewriter is not available. 
carefully written in ink. Your exact 
name and address should be given 
on a separate title page or at the 
top of the first page of the state- 
ment. All pages should be securely 
fastened together. Items are to be 
listed in the order shown in Ap- 
pendix B of the Regulation, omitting 
merchandise not handled. 

The maximum price must be list- 
ed for each cost-of-living commodity 
you sell. One entry for a group of 
identical items is sufficient. Each 
item of merchandise must be suf- 
ficiently described by such means 
as brand, grade, size, manufacturers’ 
name or code number, your own lot 
number, or other means so that the 
merchandise can be identified in 
your store. In addition your cus- 
tomary discounts. allowances and 
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price differentials during March to 
different purchasers or classes of 
purchasers must be set forth. This 
may be on a separate sheet if pre- 
ferred. Any related group of items 
selling at the same price may be re- 
corded together in this statement 
provided that the description given 
is sufficient to describe all items in 
the group. 

You may wish to prepare an extra 
copy of the statements of cost-of- 
living commodities to help you pre- 
pare your base period list which 
must be available in your store by 
July 1. 

The statement of maximum prices 
for “cost-of-living” commodities 
must be kept up to date by filing on 
the first day of each month after 
July 1 a statement of maximum 
prices for any “cost-of-living” com- 
modities newly offered for sale dur- 
ing the previous month. The form 
of this monthly statement should be 
the same as the original. This sup- 
plementary statement should be sub- 
mitted for any “cost-of-living” com- 
modity newly offered for sale after 
July 1 which does not closely fit the 
description of an item in the original 
July 1 statement and does not have 
the same maximum price. A new 
brand or new style not fitting an old 
description would have to be report- 
ed. for example. 


| 
| 





Questions 


to the list of ceiling prices which 
you are required to have ready and 
available in your store by July 1 for 
the inspection of any one asking to 
see it. This statement may be in 
the form of a “Maximum Price 
Book” or “Maximum Price List” 
and in it each item sold or offered 
for sale during March, 1942, must 
be listed separately and each item 
must be clearly described so that a 
customer may readily identify the 
merchandise. For each item you 
must give the highest price at which 
the merchandise was sold or offered 
for sale during March. This price 
will be the ceiling price and must 
be identified as such. In addition 
you must also show your customary 
discounts, allowances, or price differ- 
entials to different purchasers or 
classes of purchasers. This state- 
ment as to discounts may be pre- 
pared on a separate sheet, if pre- 
ferred. 

In the case of new items not 
carried in the base period, which is 
March, 1942, you must have a rec- 
ord of their maximum prices and 
you must be prepared to show how 
you arrived at those prices. This 
record may be kept in the “Maxi- 
mum Price Book”, discussed above. 
but if you do so, you must keep your 
March base-period prices clearly 
distinct for maximum prices for new 
items not carried in March. 

The “Maximum Price Book” may 
be kept for your entire store as a 
whole or by departments of your 
store. 


A Colorado dealer asks: 

Q—We are particularly anxious 
to know what items we are supposed 
to file with the OPA. We find that 
hardware dealers of this territory 
are listing their complete stocks and 
we would appreciate very much a 
letter from you by return air mail, 
advising us if you have a clarifica- 
tion covering this matter. 

A—Y ou file a statement with OPA 
by July of ceiling or maximum 
prices on only that merchandise as 
shown in the “cost-of-living” com- 
modities list. (Refer to list pub- 
lished on these pages.) This state- 
ment must describe each item of 
merchandise so that it can be readily 
identified and show the maximum 
price. (A sample of how this state- 
ment may be prepared is given on 


HARDWARE AGE 


oe 





Wea 


Betis 


Skea orks 








3 
e 


Bernt it 





these pages.) In addition you must 
set forth your customary discounts, 
allowances, and price differentials 
during March to different purchas- 
ers or classes of purchasers. This 
statement of discounts, however, may 
be set forth on a separate sheet of 
paper if preferred. 


A Pennsylvania dealer writes: 

Q—OPA requests an itemized list 
of our steck with selling price as of 
March to be made up and sent to 
them, as we understand, by July 1. 
This will be quite a job. Our inven- 
tory shows between 5,000 and 6,000 
items. Do they mean that each item 
in the store must be itemized at the 
selling price? 

A—The itemized list of your stock 
to which you refer is the statement 
of March ceiling prices which you 
must have ready by July 1 for in- 
spection by any one requesting to 
see it. This statement is not to be 
filed with OPA but only need be 
available in your store. You must 
itemize each item sold by you or 
offered for sale by you during 
March, 1942. The only statement 
which you file with OPA is a state- 
ment of ceiling prices on “cost-of- 
living” commodities only. 

A Texas dealer asks: 

Q—Just what are we supposed to 
post ceiling prices on in our line of 
builders’ hardware, our sheet metal 
shop, where we make gutters, con- 
ductor pipe, etc., and our plumbing 
business? 

A—We see no reason why you 
should post prices on the items you 
outline. The Price Regulation §re- 
quires posting of ceiling prices only 
on those items shown in the “cost- 
of-living” commodities list. 


A Pennsylvania dealer writes: 

Q—We are preparing to start our 
inventory. In the past we have 
some of our help go over the small 
stock items like electric goods on 
display tables and after taking each 
table they number the table as No. 
20 electrical goods, $70.35. Then 
when we record the inventory in our 
books we simply enter it as table 
No. 20 electrical goods, $70.35. Do 
vou feel that this will be sufficient in- 
formation without listing each small 
item separately? 

Then we are still in the dark 
about ceiling price tickets. Does this 
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and Answers he 


cover only the cost-of-living items? 

A—lIt is not sufficient for you to 
show on your maximum price state- 
ment a grouping of items, such as 
“No. 20 electrical goods, $70.35.” 
Each item and its ceiling price must 
he listed separately. 

As to posting of prices, you are 
to post ceiling prices for only those 
items on the “cost-of-living” com- 
modities list. The guide to posting 
ceiling prices is simply to keep them 
clearly visible to customers. This 


Some Facts 
About Your 
Ceiling Prices 


is best accomplished by either post- 
ing your ceiling prices at the point- 
of-sale, or on the price ticket of the 
merchandise itself. 

Where you have related merchan- 
dise, you may have a single display 
card, headed, “Our Ceiling Prices 
for (product) and below this head- 
ing a list of each model or type and 
the ceiling price for each. Where 
you have a group of related mer- 
chandise on a counter or table and 

(Continued on page 49) 





Some Approved Methods of Posting 
Ceiling Prices 





Ceiling price must be shown even 
though merchandise is offered for 
sale below ceiling. 





Ceiling price display card for 
table, counter, or bin—using one 
price card for group of articles all 
having same ceiling price. Ceiling 
price need not be shown on each 
individual item. 





Individual ticket arranged so that 
ceiling price and sale price may be 
shown separately. 





Ceiling price display card for 
group of related items, listed by 
brand name and size. Ceiling price 
need not be marked on each sepa- 
rate item in bin or on counter. 


Shelf marker showing same ceiling 
price for group of articles on shelf. 
Ceiling price need not be marked 
separately on each article. 














The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
suecessful ideas for publication. 
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The Customer Comes First! 


EVER forget this fact in 

your work in the retail 

hardware store—the cus- 
tomer comes fitst—and the cus- 
tomer is the most important 
individual to you and your boss. 
Without customers it would be 
impossible to operate. They are 
the life blood of the business and 
every employee must do every- 
thing in his power to keep them 


coming to the store in ever- 
increasing numbers. 
All customers are important. 


Too often, we are prone to slight 
or rush the small buyer in order 
to take care of the factory man 
who usually purchases goods in 
large quantities. It is only nat- 
ural to want to increase your sales, 
but the better salesman is the one 
who can increase the customers’ 
purchases, not just deliver what 
they ask for. The better sales- 
man is the one who “sells up,” the 
one who shows the customer that 
the better quality item will give 
him more pleasure, satisfaction, 
and service. 

In this type of selling, the real 
salesman finds the thrills and the 
opportunities that make selling so 
interesting and fascinating. 

Take your customers as you 
find them. Be courteous and 
obliging to all whether they are 
actually buying or only looking. 
You will become a better sales- 
man and attract more customers 
to your store and to you. 


June “Selling Sentence” 
Contest 

Five items of merchandise are 
listed in this month’s announce- 
ment of the “‘sell- 
ing sentence” 
contest for June. 
Start now to pre- 





pare your selling sentences on 
these goods. 

Be sure to test your “selling 
sentences’ before you submit 
them. See how your customers 
react to your statements. This 
will be very helpful to you and 


will aid you in building sentences 
in more conversational style. 


Contest Rules 


One of the rules of the “selling 
sentence” contest is that each sen- 
tence must be submitted on a 





June “Selling Sentence’ 
Contest 


Build “Selling Sentences’ About These Items 


1—Brush (Painter's) 


2—Glass pie plate 


3—Lunch box 
4—Flashlight 


5—Screw driver (Household) 


WIN CASH PRIZES—SEND IN “SELLING SENTENCES” 


Harpware AcE will pay $2.00 for the best selling sentence on each of the 


five merchandise items listed above. 


$1.00 each will be paid for all other 


“Selling Sentences” published and which the judges deem worthy of such 


honorable mention. 


Entries must be received not later than June 29th. 


Winners will be 


announced in the Retail Sales Idea Club pages of the Aug. 6th issue of 
Harpware Ace. In case of ties, duplicate prizes will be awarded. Decisions 
of the editors will be final and all material submitted becomes the property 


of Harpware AGE. 


FIVE SIMPLE RULES 


1. Just write your suggested “Selling 
Sentences” for one or more of the items 
preferably on a penny postal card (let- 
ters may be submitted) and mail to 
Harpware AcE Retail Sales Idea Club, 
100 E. 42nd St., New York, N. Y. Con- 
testants may submit as many “Selling 
Sentences” as they wish, but each must 
be submitted on a separate postal card 
or sheet of paper. 

2. Write your own name and address 
on the card (or letter), as well as the 
name of your company. 

3. Be sure to write the name of the 
contest JUNE “SELLING SENTENCE” 
CONTEST—on each card (or letter). 

4. Only individuals who have regis- 
tered for membership in the HARDWARE 
Ace Retail Sales Idea Club are eligible 


to participate in this contest. If you 
are not a member, you can become one 
by simply filling in the registration 
form shown on these club pages and 
mailing it to the Club. There is no cost 
for membership. 

5. “Selling Sentences” will be judged 
on how well they explain to customers: 
(1) what the item will do for them; 
(2) how the item does it, and (3) how 
long it will do it. “Selling Sentences” 
should be brief and to the point. Make 
every word count. Penmanship, or form 
are not factors in the contest. Sen- 
tences typewritten on postal cards (or 
letters) will be appreciated but are 
not required. However, if answers are 
submitted in another form this will not 
influence the decision of the judges in 
any way. 




































separate sheet of paper or postal 
card. A number of the members 
did not understand this and sim- 
ply placed all of their sentences 
on a single sheet of paper and 
submitted them in that manner. 
It is impossible to judge entries 
when submitted in this manner 
unless the material is transcribed. 








This HARDWARE AGE cannot do. 
especially in view of the number 
of entries received. 

So, in the future, be sure to sub- 
mit each “selling sentence” on a 
separate sheet of paper or postal 
card and see that your name, firm, 
and address also appear with 
each sentence. 
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IDEA for Fly Rod Rack 
“We made a fly rod display 
rack along the end of one of our 
display tables. The butts of the 
rods rested on the floor while the 
upper part of the rods was firmly 
held by the spring eye of a fric- 
tion catch. Fifteen rods could be 
displayed in the 30-in. space. 
Friction catches were attached to 
a board which was fastened to the 
table with three screws. The dis- 
play was used on tables that fea- 
tured fishing tackle.” 
BERTON STRICKLAND, 
Hamm-Weller Hardware Co., 
Longmont, Colo. 


Copy this form on a penny 
post card if more than one 
form is necessary. 


UY es 


FORM TO 
REGISTER 











IDEA Boosts Roofing Sales 

“We arranged a display of roll 
roofing along the front of one of 
our wrapping counters a_ short 
time ago and during the first week 
15 rolls were sold from it. 


You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 


“A narrow platform was con- 
structed along the floor and the 
roofing placed on it. Then a light 


framework built up from 
this platform to support the rolls 
and prevent them from being 
knocked over by customers. The 
display reminded customers that 
we carried roofing and extra sales 
resulted.” 

E. I. DispenNet, Manager, 

Cussins & Fearns Co., 

Newark, Ohio. 


was 


Novel Background Improves 
Glassware Display 


“We put decorated, cocktail-size 
paper napkins on the glass risers 
for our glassware table. The colors 
break the line between the shelf 
and the clear glass of the articles 
on display. The napkins also lend 
a homey touch that appeals to 
women and attracts them. 

“Since we have used this method 
our glass ovenware table has been 
more popular because it is easy to 
pick out each separate item.” 

FLossie HARPER, 
King-Hipskind Co., 
*Wabash, Ind. 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


| REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 


100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 


ities of this club, as often as | can. 








Name 
Firm St. 
City State 














| am submitting the following question or subject as worthy material for dis- 


cussion by this organization. 
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Outside Display Sells 60 Lawn Mowers 
for the Berkshire Hardware Co. 


A, outside display 


of lawn mowers that stops the mo- 
torist shopper helps the Berkshire 
Hardware Co., Pittsfield, Mass., 
sell more than 60 machines a year. 
Twelve or more models are on dis- 
play on the wide concrete strip 
between the front of the store and 
the sidewalk proper all of the time. 
Other lawn and garden goods are 
also shown in this outside display 
to get attention of motorists as 
they drive by. 

“This spot is one of our best 
sales spaces,” says R. H. Hall, 
manager. “We have a lot of auto- 
mobile traffic and very little pe- 
destrian traffic past our store and 
these outside displays accordingly 
get the attention of the shopping 
motorist. There is always plenty 
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Pittsfield, Mass., firm 
also finds lawn roller 
rettals pyramid sales 


of space for parking in our dis- 
trict. It is very convenient for the 
car owner to stop, look at the 
items and proceed on his way. 

“The shopper who is interested 
in a lawn mower likes to push it 
about in order to get some idea as 
to how it operates. Mowers oper- 
ate much more satisfactorily on the 
concrete than on the wood surface 
of the usual store floor. Demon- 
strations here are always much 
more convincing and come off bet- 
ter than when they are attempted 
in the store.” 

This company’s lawn mower 


stock is streamlined and_ price 
lined. They carry a competitive 
mower and a promotion mower. 
There are other higher quality 
mowers ranging in price from 
$9.75 up to $14.75 (prices last sea- 
son). Stock is turned more than 
four times during the year. 

It is a policy of this organiza- 
tion to reduce its lawn mower 
stock during the latter part of Sep- 
tember each year. This is done so 
that the money invested in this 
stock can be reduced and then re- 
invested in other seasonal mer- 

(Continued on page 44) 
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KEEP UP YOUR 
CONTACTS! 


This is an opportune 
moment to build up 
good will and increase 
your friends among 
hunters and target 
shooters. It’s a smart 
idea to keep reminding 
this group of the plea- 
sures of hunting and 
shooting, giving them what information you can 
through the mail and with displays at the store 
about their favorite sports. 

People are going to need the relaxation of hunt- 
ing this fall. You can do them a real service by 
helping them keep their guns in tip-top shape, by 
giving them news on licenses and hunting sea- 
sons. You might make arrangements for a num- 
ber of hunters to drive to good hunting country 
together, thereby saving gasoline and tires. 

One way you can widen your circle of hunter 
friends is by joining a sportsmen’s club active in 
wild-life restoration work. No matter how you 
do it, it’s important to make — and keep — your 
shooting friends. They’re a splendid investment 
in future business. 
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DON'T rine waar, 
KLEANBORE HI-SPEED .22 
PAPPY !— THE SEASON 


HAINT OPENED IN 
THAT COUNTY yeET! 
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AN IMPORTANT 
WARTIME JOB FOR 
HARDWARE MEN 





This is such a rich country, so well en- 
dowed with natural resources that it used 
to be cheaper and easier to throw away 
old things than to try to repair or reuse 
them. But the war has brought us face 
to face with the problem of getting full 
benefit from everything we own, so that 
new materials may be released in ever 
increasing quantities for the war effort. 
Nowadays, we’ve got to save everything 
that has an ounce of usefulness left in it, 
or do without. ° 


For every ton of iron ore our furnaces 
process into steel, they need over a ton of 
scrap as a “starter”. The scrap situation 
is growing more acute as time goes on. 
As a dealer in metal goods, and heavy 
equipment, you can contribute to the war 
effort by collecting scrap, and make a rea- 
sonable profit for your trouble. Ask peo- 
ple to bring old iron and steel to your 
store. If your truck has occasion to make 
deliveries to farm areas, you could have 
your driver bring back any old broken- 
down farm implements he can—and every 
farm has some. People will respond to 
your request to save scrap iron, and in sal- 
vaging it, you’l] be making another contri- 
bution to America’s war effort. 





*‘Kleanbore,”’ ‘‘Hi-Sneed’’ are Reg. U. S. Pat. Off. by Remington Arms Co., Inc., Bridgeport, Conn. 
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There's Profit in Picnics! 


J. M. Warren & Co. cashes 


in on outdoor parties 


with 10 by 6-ft. display 





























































































i firm of J. M. 


Warren & Co., Troy, N. Y., has 
built up a splendid business on 
fitted picnic cases by creating: an 
outstanding display of picnic 
goods in the store, featuring these 
items in frequent window displays 
and by running advertisements in 
local newspapers which stressed 
the pleasures to be derived from 
cooking out of doors during the 
pleasant summer evenings or on 
week-ends. 

A display of picnic cases, char- 
coal broilers and other related 
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Fitted cases and 
in this display 






outdoor cooking devices are featured 


located near the fr 


items was set up at the front of 
the store in the housewares sec- 
tion early in April. This display 
occupied a space approximately 6 
by 10 ft. Each of the fitted cases 
is opened so that customers can 
see the equipment and inside ar- 
rangement of utensils. These 
cases come in very attractive col- 
ors. Those with red fittings are 
the most popular while the most 
popular combination color cases 
are blue with red fittings. Prices 
on these items vary from $12.00 
to around $23.00 so that when a 
sale is made it is a sizable addi- 
tion to the store’s volume. 


ont of the store. 








BARBEQUE BARGAINS 
os WEEK-END 
‘RANGERS.’ 





match. Complete service . a 
since...12.00 Pe aah 


> 
Other Services Up to 23.00 Pe pS 





COLEMAN CAMP STOVES 
Two burner instant lighting. 
Large windshield, heavy steel 
grate. On every outing 

you'll want a Coleman 4.75 


Others Up to 9.95 


§ 


MASTER FOLDING GRILLS 
For charcoal or wood. Gute delicious steaks, 
=e ie 

Others As Low As 100 


Wire Steak Broilers HAMBURG GRILLS 


For a real juicy, tender 














RED HOT ROASTERS 
For frankfurters and many - tng A 


other picnic 10c 


far ieee 100 
whe Jaster 
delicacies ...... capacity 1,00 





Aladdin 
wt tg HAMIMOCKS 


Riclent.”’ Keeps ‘iiguide With pillow, black and 


Set,cr cold from 12 te white diamond design. 


qu LS 4.75 


PICNIC JUGS 


Keeps foods or liquids hot or cold. One 
gallon capacity. 


PLAIN TOP 1 00 
. 

SPOUT TOP 1 35 
. 


J.M. Warren & Co. 


HOUSEWARES, PAINT, HARDWARE 
RIVER ST. AT BROADWAY 
Listen to WIRY, Monday and Wednesday, 12:00 to 12:15 
Our 133rd Year In Business 

















This advertisement, two columns 
wide by 15 in. deep, presents a 
wide range of picnic equipment. 


Of course, the purchase of the 
picnic case is really just the be- 
ginning of a series of sales. The 
customer will need many other 
items of equipment if he is to en- 
joy the pleasures of eating out- 
doors to the fullest extent. 

Gasoline camp stoves, charcoal 

(Continued on page 45) 
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Now Used by More 
Motorists More Often! 


* U. S. Government 
Urges Motorists 
fo Protect Finish 
4 Times a Year 











THE SIMONIZ COMPANY ~ CHICAGO, U.S.A. 





Make Up Profits Lost On 
“Hard To Get” Merchandise! 


Sure-Fire Money-Makers! Easy to get! 
Easy to sell because they are ‘‘made by the 
makers of Simoniz’’! 


You don’t have to worry about restrictions. There’s a lot 


of “red hot’’ items you still can get. Put “all you've , 
S.A. UPHOLSTERY SHAMPOO 


got’ in back of them . . . and you'll make more money . 

h bef ; Here's a shampoo that revolutionizes 

than ever before! upholstery cleaning. Floats out dirt so 
it can be wiped off with a cloth. 


Dealer’ ‘a Cost: igus es 


WHITE-WALL TIRE CLEANER RUBBER DRESS 

With White Side it’s easy to keep white- Restores original soft black mate. te 

wall tires immaculately beautiful. Does tires, mats, and running boards. Pre- 
serves rubber and makes it last longer. 


not injure rubber or paint on wheels. 
Less Than 
Dealer’s Cost: 
“— at be at EZ-2 CHROME CLEANER 


Dealer's Cost: ‘eee Than Giniten 
.30 9 Ox. Kit 33 30 
: Pound ' 33 . ; Nothing else restores the sparkling 


ihe 8 Os ' 50 48 30 
Gallon 2.34 2.10 Gallon 1.34 1.20 beauty of chrome so easily. Also excel- 
lent for cleaning nickel, copper, brass. 
Buy a stock of these “Appearance Conservators.” Dealer's Cost: Gase Lots Case 
fe Pint $ .23 $-. 
int P 


There's big business to be had on them. Also send 
for this attractive display card. It lets your customers Gallon a 


know you have the complete Simoniz line! 





vg R 
WHITESIDE — QUICKLY CLEARS , "gees wind 
sugisTe® 


WHITE WALL TIRES 


3 RUSBER DRESS — GIVES RICH 
’ BLACK BEAUTY TO RUBBER 


ao 
CLEANER 
£1.2 CHROME CLEANER — MAKES 


CHROME SPARKLE LIKE NEW 





at 
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The Ronald Hardware Co.'s 


Leisurely shopping facilities and consistent advertising attract 
customers from all sections of town to this newly completed store. 


new store is designed both 
for selling and furnishing 


PRINGFIELD, 
OHIO, has a new service unit, the 
Ronald Hardware Co., which, in 
its newly completed store, summa- 
rizes the essentials of sound mer- 
chandising. This store is designed 
for selling, and since its open- 
ing in May has become preferred 
for buying. 

Located in an outlying district 
of this city of 75,000, which like 
so many other cities of its size 
struggles with congested traffic 
conditions, the Ronald Hardware 
Co. is in a strategic position. It is 
able to cater to the demand for 
outlying trading units, which has 
risen because of those traffic prob- 
lems, by creating a haven for the 
automobile shopper with its drive- 
in parking facilities. 

It is a feature that has been met 
with open arms because it en- 
ables customers to stop by at any 
time of the day whether they are 
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conveniences to customers 





dressed in garden, work or street 
clothes. And even as strong an 
invitation to shop is the fact that 
the store opens later in the morn- 
ing and remains open evenings. 
It’s a time schedule that is paying 
large dividends. 

Enhancing further the leisure 
shopping atmosphere of the Ron- 
ald Hardware is the firm’s earnest 
and successful solicitation of mail 
order business and a year-round 
gift wrapping service. The latter 
is even extended to mailing par- 
cels at the post office and insuring 
the merchandise. 


Works Both Ways 


The advantage of offering such 
shopping features works both 
ways, for customers have become 
more understanding of the store’s 
problems in distributing merchan- 
dise. They are pleasant about 





waiting a few days longer for 
items not in stock. This is indica- 
tive of a spirit of cooperation 
that will become increasingly more 
important. Then, too, their need 
for calling back provides an ex- 
cellent opportunity for making 
other sales. 

Mrs. A. H. Sachs, wife of the 
owner-manager, is in charge of 
the gift department and attesting 
to its popularity, the department 
though but 100 sq. ft. requires 
three salespersons in attendance. 
One of the secrets of its success is 
that unusual gifts are handled, 
and another is that everything is 
displayed to its best advantage. 

The store also maintains a year- 
‘round toy department which is 
tremendously popular with the 
youngsters. Sportsmen, too, come 
in for special consideration for the 
firm issues fishing and hunting li 


censes, a feature that makes sell- 
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All merchandise is openly displayed within easy reach of customer or salesperson. 





Shipping facilities at the rear aid in keeping the sales floor neat at all times. 


ing sporting goods easier. The 
firm also boasts a complete paint 
line and an outside salesman in 
the person of A. H. Sachs, owner 
and manager of the husiness. 


Mr. Sachs has been a life-long 
member of his community and a 
hardware man for 22 years, begin- 
ning his career at the age of 17. 
His new store is the result of his 


long hardware experience, culmi- 
nating in a conviction that neigh- 
borhood stores of the type he now 
has will be greatest in neighbor- 


hood demand. 


Your Business Today 


(yo business man today is con- 
fronted with abnormal condi 
tions which call upon his resource- 
fulness as a merchandise manager. 
Because of emergency priorities 
many items, formerly readily avail- 
able to stock his shelves, are not now 
obtainable and probably will not 
again be on the market for a long 
time to come. 

To remain in business, receipts 
must continue to come into the store 
so that overhead can be met and 
personal withdrawals for living ex- 
penses made possible. Many items 
of a diversified type are still avail- 
able and dealers should make a 
careful study of merchandise in an 
effort to divert sales to new articles 
or those of a substitute nature rather 
than wait out the time for replace- 
ment of merchandise which has al- 
ready disappeared from the market. 

We should realize that merchan- 
dise of all kinds, today, is a valuable 
asset and all possible protection 
should be given it. 

The important of fire insurance 
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covering stock in trade was men- 
tioned in this paper (Ed. note—ref- 
erence is to the “Buhl Business 
Booster”) several months ago, but 
we want to refer to it again here. 
Commodities and merchandise have 
had a sharp price advance in the 
past year. Nearly everything is up 
15 to 25 per cent and your insurance 
coverage should be moved up with 
the increased values. If you have 
not already done so, you should re- 
view your fire protection carefully, 
consult your broker and see to it 
that you are afforded full coverage. 

While speaking of insurance, 
something also might be said of life 
insurance for protection of your 
business in case of death. This 
could apply to an individually owned 
enterprise, a partnership or a cor- 
poration. This is a subject worthy 
of some thought when it is consid- 
ered that inheritance taxes on es- 
tates are at a very high rate and 
could easily jeopardize the continu- 
ance of a well established business. 
Your broker can also explain the 






advantages of life insurance protec- 
tion. 

This is a very good time to review 
the affairs of your business from all 
its angles. A special effort should 
be made to collect outstanding ac- 
counts receivable and keep them up- 
to-date. Dilatory methods in extend- 
ing credit and making collections 
can substantially affect your pur- 
chasing power and reflect in your 
own credit standing. Credit policy 
in business today is much more 
stringent than several months ago 
and it will remain so for a long time 
to come. Your profits are only bene- 
ficial to your business when the re- 
turns from sales are safely in your 
cash register and the importance of 
your business in the community is 
worthy of your untiring efforts to 
afford it the fullest protection pos- 
sible. 

P. E. NicHo., 
Credit Manager, 
Buhl Sons Co. 


(Courtesy “Buhl Business Booster” ) 
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HARDWARE AGE Original Window Display IDEAS 


Unpainted 


Furniture 


Ser Up Reavy 
For Use 


FAST 
DRYING — 
i ‘ 
~ ENAMEL _~ 
OO¥% 
=a 


UNPAINTED FURNITURE WINDOW 


MERCHANDISE: Unpainted bookcases, tables, chairs. and other occasional pieces of 
furniture. Also mirrors, lamps, fast drying enamel, paint brushes, putty knives, scrapers, 
sandpaper, brush cleaner, vases, small radios, and decorative pottery. 


BACKGROUND: Center panel of light green corrugated board or painted wallboard. 
Side panels, light buff or ivory colored material. Cut-out letters on center panel each a 
different color. Arrange order of colored letters so that complete harmony is achieved. 


Early July—Feature Unpainted Furniture 
and Colorful Bath Room Accessories 


| EE promo- 


tion efforts to lines which are not 
affected by production or sale re- 
strictions is something that retail 
hardware dealers should be con- 
sidering now while stocks of 
items, sure to be scarce later on. 
are still plentiful. 

Dealers are adding new lines as 
fast as they can, and it will be 
necessary to promote them exten- 
sively if satisfactory volume is to 
be developed in the shortest pos- 
sible time. Keen competition must 
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often be met from other retail 
outlets, all of which make an ag- 
gressive sales and promotion pro- 
gram on these items of paramount 


importance at the present. 


Unpainted Furniture Window 


Many 
dabbled in this line in the past. 


hardware dealers have 


Now they are taking it on and 
promoting it in earnest. An at- 
tractive window display will cre- 
ate the right kind of an acceptance 
for this line in your community. 


At the same time, be sure to fea- 
ture the line inside the store. 


Feature Paints 

Every customer who buys un- 
painted furniture needs paint of 
some kind. One of the reasons 
for buying furniture of this type 
is that the customer can finish it 
in any way he desires. Dealers 
and store salesmen should be fa- 
miliar with suitable color schemes 
for various types of rooms and 
be able to assist the customer in 
deciding this important painting 
problem. 
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For 70 years, Florence has built outstandingly fine stoves 
and ranges. Year after year, Florence has given increas- 
ingly easier, better cooking to the American home. As new 
fuels became popular, Florence added ranges for those 
fuels, grouping together under the one famous name 
“Florence” superior ranges for every modern fuel: gas, 


oil, L-P gas, electricity, and dual-oven combinations. 


Fine, skillful craftsmanship has been working for every 
Florence Dealer for 70 years . . . building quality into 
every inch of every Florence Range. The very name 
“Florence” has always stood for the very best there is in 


cooking . . . and we promise you that it always will! 


Today, we are contributing our utmost to the war effort. The 


seriousness of that effort imposes strict limits . . . it has to. But 





within those limits, we will do our best for every Florence Dealer 


Flesence wodher se as we always have. We want you to remember in these abnor- 
busy filling important 


Army and Navy contracts. mal times that Florence’s 70-year experience gives you some- 
This is in addition to F : 
supplying Florence thing you can count on. Top quality has seen Florence and 
Ranges and Heaters for 
Defense Housing projects. 








Florence Dealers successfully through peace and war, good times 





* and bad. There is no substitute for that quality at any time! 





DUAL-OVEN , Ws Millie. ELECTRIC 


FLOR 
RANGES 


4 Range for Every Modern Fuel 4 4 


FLORENCE STOVE COMPANY: Gardner, Massachusetts; Kankakee, Illinois; 1458-59 Merchandise Mart, Chicago; 45 E,. 17th 
Street, New York; 53 Alabama Street, S. W., Atlanta; 301 N. Market St., Dallas. 
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BATH SHOP 











BATHROOM 
IN GAY, NEW 
COLORS 
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BATHROOM ACCESSORIES WINDOW 


MERCHANDISE: Bath scales, clothes hampers in several sizes and styles, stools, medi- 
cine cabinets, toilet paper, bath brushes, towel bars, toilet paper holders, soap dishes, 
rubber bath tub mats, toilet seats. 


BACKGROUND: Center panel of light green corrugated board or painted wallboard. 
Side panels of light buff or ivory colored material. Cut-out letters on center panel in bright 


red and dark green. 


Brushes, sandpaper, and other 
painting accessories should always 
he suggested on such occasions 
and extra sales will invariably re- 
sult. 

Mirrors 

Include several plate glass mir- 
rors in different styles in the dis- 
play of unpainted furniture. This 
line is available and every home 
can use an extra mirror. Let your 
customers know that you carry 
popular priced mirrors as well as 
ihe better quality by pricing them 

See that this line is well dis- 
played inside the store. A most 
impressive display is achieved if 
an entire open sidewall section 
can be covered with mirrors. 

\ home-like touch can be se- 
cured in the 
window by placing books, a small 


unpainted furniture 
radio, decorative pottery items, 
etc.. in the interchangeable book 
cabinets. Carry out the same idea 
with end and coffee tables in the 
display. If you have space, show 
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a chair that has been completely 
painted so that shopper will be 
able to appreciate how beautifully 
these articles can be finished. 
The display suggested on this 
page concentrates on some of the 

















“CONSERVE WRAPPING PADER ALL YOU WANT —— Bet 
YouLL WRAP TWAT UP BEFORE it Quy it /* 


more popular selling bath shop 
items. Equipment of this type is 
frequently replaced and there is 
a recurring demand for new 
colors, styles, and materials in 
these items. Frequently, a shop- 
per will see a new item that ap- 
peals to her, will buy it, and then 
find that it is necessary to replace 
other equipment in order to 
achieve the desired effect. In this 
manner, one sale often results in 
other new business. 


Bath Shops 


You will stimulate and increase 
your sales on bathroom acces- 
sories if you install a bath shop 
in your store. Develop this de- 
partment in a corner if it is pos- 
sible to do so. Use plenty of spot 
and floor lights to make it stand 
out. Always arrange quantity dis- 
plays of popular selling items. 
such as bath scales, hampers, and 
bath stools. You can well afford 
to use several mass displays of 
scales around the store. 
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f anyone can lick your problem 


YOUR REPUBLIC UPSON JOBBER CAN 


It’s not always a ‘‘snap”’ for him to solve bolt and nut 
supply problems these days. But he often finds the 
answer—though it may take hours of studying cus- 
tomers’ needs, juggling his stocks and utilizing his 
broad knowledge and experience. 


Now with Production for Victory calling for more 
steel, he may not be able to deliver all the Republic 
Upson Quality Bolts and Nuts you need when you 
want them. His stocks are not as complete as he’d 
like. Mill shipments may be slower. But time and 
again, he’s able to relieve your supply problem. 


The answer may be right in his stock—for he still 


REPUBLIC 


may be able to deliver small amounts of many of the 
popular items, or other styles and sizes from the 
Republic Upson line that will do.as well. If they 
aren’t in stock, he’ll do his best to get them for you. 
He knows headed and threaded products—and he 
knows stock and selling problems. He often succeeds 
in solving them, because he always puts his best 
effort to work for you. 


He may have the answer to your bolt and nut prob- 
lem. Call your Republic Upson Jobber ——— 
find out. Republic Steel Corporation, 
Bolt and Nut Division, Cleveland, 
Ohio and Gadsden, Alabama. 





Cpson Quality BOLTS AND NUTS 


Other products include Woven Wire Fencing, Barbed Wire, Fence Posts, Bale Ties, Pipe, Sheets, Roofing, Nails and Staples. 





pols 24 
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BALL PEIN HAMMERS 
Particularly popular in De- 
fense Work are Vaughan's 
Ball Pein Hammers—the ideal 
tool for all machinists. Va- 
riety of sizes for special jobs. 








SUPER-VANADIUM HAMMER 
In Vaughan's Famous Ham- 
mer Line is this Super-Vana- 
dium Nail Hammer with bet- 
ter balance, less shock, finest 
quality. 





P< SUB-ZERO AXES 
\ Vaughan's popular Sub-Zero 
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Axes made of tough but thin 
all-tool steel, pe aw 
fused—double heat treated. 


HATCHETS 
Vaughan's perfectly balanced 
hatchets cushion the shock. 
Keen edge with crescent 
bevel of special steel. 





PUNCH & CHISEL SET 
Vaughan's Punch and 
Chisel Assortment from 
extra refined beveled 
square alloy steel temper- 
ed and tested. 


OCTAGON TOOLS 


Vaughan's Star Drills are individually tem- 
pered ond tested for hardest work and 
longer life. 

Vaughan's Cold Chisels made of alloy steel 
are the finest quality—yet cost no more. 





WRITE FOR COMPLETE CATALOG 


QUALITY TOOLS 
SINCE 1869 


VAUGHAN 


and BUSHNELL 
MANUFACTURING CO. 


2114 CARROLL AVE CHICAGO, ILLINOIS 









Outside Display Sells 60 Lawn Mowers 
for the Berkshire Hardware Co. 


(Continued from page 32) 


chandise for the fall. At the end of 
one season not so long ago a spe- 
cial sale on lawn mowers was put 
on and the prices of the 10 mowers 
still remaining in stock were re- 
duced 20 per cent. In a very few 
days, seven of the remaining mow- 
ers were sold and in the hands of 
consumers who had been willing 
to invest money in this equipment 
at the end of the season. 

Sales of this type build good 
will for the company and many 
customers watch for these bargain 
events. Cash that would normally 
have been tied up until the next 
spring is released for use. 

Rental of lawn rollers is another 
service and a source of income 
which this firm promotes during 


Air Raid Ad Builds 
Blackout Sales 


AMUEL DEL VECCHIO, gen- 

eral manager. Peoples Hard- 
ware, Washington. D. C.,_ retail 
hardware chain, says, “Hardware 
stores in vital defense areas -and 
coastal cities have a grand oppor- 
tunity to establish themselves as 
A.R.P. (Air Raid Precautions) 
headquarters.” 

Recently his organization used 
the two column, [034 in. newspaper 
advertisement shown herewith. Be- 
sides giving air raid instructions 
“take shelter,” etc., it told of the 
various things a private home should 
have, with prices of the needed items 
included in the copy. More than 
$1900.00 worth of blackout supplies 
were sold in two days as the result 
of this ad and the use of solid 
tables, 32 by 72 in each store, 
devoted to A.R.P. supplies. Each 
table had a large “blow-up” of the 
actual ad and each item had its 
price tag. 

This ad received official commen- 
dation from the O.C.D. authorities 
in Washington, D. C. 


Here's the ad that did the trick, 
two columns wide, 103, in. deep. 


the early spring and late fall 
months. Rollers are rented at the 
rate of $2 per day and several ma- 
chines are in the hands of custom- 
ers practically all the time during 
the season. 


Builds Related Business 


The rental service brings related 
business on seeds, fertilizers and 
steel goods to the store. When a 
customer rents a roller he is inter- 
ested in doing some work on his 
lawn. He is also in the market for 
seeds and other related items nor- 
mally used at the same time. Sug- 
gesting these items to customers 
usually results in an extra sale as 
well as the rental income. 


BSCLIP and SAVE O85 


AIR RAID 
PRECAUTIONS! & 


The following precautions recommended by civilian 
defense authorities should be observed by every 
one during air-raid alarms. The common good de- 
mands full co-operation, 


WHAT TO DO: 

1. Take shelter—stay off the street. 

2. Turn out all lights immediately on sound of the 
blackout signal, uniess vour windows have been prop- 
erly blacked out . . . Blackout —_ Me up sq. yd. 
Full roti, 55 sq. vds., 1 yd. wide, $1.95 up. 

If you are in an automobile. pull ine car to the curb, 


» 


turn out the lights and take sheite 

4. While you are in the open, extinguish all cigarettes, 
do not use matches or Aashligh 

5. Do not use the telephone, leave rd lines free for civil 
and military sathorities 


YOUR HOME SHOULD HAVE 

An Air Raid Warden who will be responsible for 
a. A properiy biacked out area in which you can take 
* aaa during a blackout 

b. A First-Aid Kit and Flashlights, 25¢ to 9fe 

¢. Water hoses, equipped with a fine spray norzic. all 
connected to faucets. Hose, 25 ft, from $2.49; 50 ft. 
$5.45: Spray Nozries, 49¢ to fe 

4. Containers of DRY sand, 50c per 100-Ib. bag; Sand 

Pails, galvanired, 45¢ up 

A tong-handled shovel, $1.25 to $1.50 

Hand Lights, and unobstructed passageway to the 

Flashlights and Lanterns, 698¢ up; Blackout 

Candies, Tie 4 

g. Adequate water receptacies for water storage in the 
event of disruption of service. Galvanized Water 
Pails, 45¢ up 

h. Locate your nearest fire alarm box NOW and use it 
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telephoning 
Above all, be calm! Stay home! The enemy wants vou 
to create a panic and rush inte the streets and high- 
ways! Don't do it! Safety lies in taking proper shelter 
and combating incendiary bombs pore Fm 


We Carry ao Full Line of 


BLACKOUT NEEDS 


Heavy rubber or leather gloves—49%e pr. up. 

Strong rope 100-foot coils—95e up. 

Heavy steel axes—S1.49 up. 

Firestone portabie yeory eaten aise operate on AC 
eurrent—S22.50 a 

5-gal. water hotties ron rooers—8 25 up 

Blackout paint—$3.50 gal.; $1.15 @ 

Heavy steel crawbars—45c up. 

Long handle steel! hoe and rake—&Se up. 

Portable one-man spray tank complete with hose and 
spray nozrle—S4.98. 





AIR RAID AND SECTION WARDENS 
end Apertment Ho 
Make vour neighborhood Peopies Rardoare Store 
vour headqusriters for blackout supplies. Special 
discounts in quantity lots. 
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Three of the four stock awning patterns displayed in the Foster- 
Farrar store. Each pattern is offered in 30 and 36-in. sizes. Half 
of the sales are custom jobs, including porch awnings and canopies. 


Display Helps Sell 300-400 Awnings 


ITH a stock of four patterns, 

each of which is in two sizes, 
Foster-Farrar Co., Northampton, 
Mass., enjoys a volume of from 300 
to 400 awnings in a season. This 
volume includes stock awnings 
priced from $1.59 to $2.69 each and 
custom jobs selling as high as 
$75.00, in the form of porch awn- 
ings and canopies. Displayed over 
the sporting goods section are 
samples of four different patterns 
of stock awnings, each marked ac- 


cording to price and size, stock sizes 
being 30 and 36 in.. 

The display illustrated above and 
the use of a display window remind 
people that the Foster-Farrar organ- 
ization handles the line. “Whenever 
possible” says John Butler, “we get 
away from installation even on the 
custom jobs and one half of our 
sales are in custom-made models. 
It is not unusual when we sell a 
homeowner to get an order for 10 or 
12 awnings. We advertise the line 
several times a year.” 


There's Profit in Picnics 


(Continued from page 34) 


broilers and wire grills for use 
over open fires are very much in 
demand and are the next item of 
equipment the picnicker usually 
requires. 

One good thing about this busi- 
ness is the fact that practically 
every sale is a cash sale. Some 
customers with monthly accounts 
have the purchase charged, sim- 
ply because it is more convenient 
for them to pay for it in this 
manner. 

Food jugs and vacuum bottles 
of various types and qualities are 
featured along with the other pic- 
nic supplies. There are also many 
special utensils that the picnicker 
must have in order to do the out- 
door cooking. job with ease and 
to be able to secure satisfactory 
culinary results. 
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Frequent newspaper advertise- 
ments are inserted in the local 
newspapers all through the sum- 
mer season. Practically every 
item needed for this picnic is illus- 
trated and promoted in these ads. 
Specials are featured quite fre- 
quently in the advertising and 
these serve to attract people into 
the store where they have an op- 
portunity to see other items and 
where they can really appreciate 
the beauty of the picnic cases. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 60 











ON THE JOB FOR DEFENSE! 


ALL TEGCO DOOR KNOBS 
AND SETS FIT NEW SPECI- 
FICATIONS AS ORDERED 
IN DEFENSE HOUSING 
CRITICAL LIST MADE EFFEC- 
, TIVE FEB. 24, 1942 















No. 391 x45 Latch Set 
No. 391x46 Lock Set 





No. 361x45 Latch Set 
No. 361x46 Lock Set 


resco UAYOTAL GLAGD 


KNOBS AND KNOB SETS 


| The knobs that are putting “quality” 
into many important jobs of de- 
fense housing! These knobs take all 
the abuse in the world yet their effi- 
ciency, luster and modern beauty 
remain like new.’Here are two of 
five designs voted most popular by 
Defense Housers during the last 
three months. 2” Tegco Crystal 
Glass Knobs, Latch and Bathroom 
Sets meet all specifications. Write 
for full particulars today! 





Manufactured by TECHNICAL GLASS CO., INC. 
2050 E. 48th St., Los Angeles © 297 Mercer St., New York 
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both types! 


WIREGRIP Belt 
be applied with any 
machines, 


Hooks that can 
make lacing 
have double (patented) 
aligning cards that hold hooks in 





perfect alignment, prevent han- 
dling and card-end 

hook saleable and usabie. Made in 
6 sizes. 

STEELGRIP Belt Lacing is ap- 
plied with a hammer. Comes in 
8 sizes, in standard boxes, handy 


packages or long lengths for wide 
conveyor belts. Have 2-piece 
hinged rocker pins. 

Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 
ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 











—— a _—_—— - dé 


Just what you've been looking for— 
something easy to apply to pipes, tanks. 
walls, ceilings, air ducts and other sur- 
faces subject to sweating or condensa- 
tion drip. 


NoDrip A SURE CURE 


This plastic cork coating is applied 
with a whisk-broom, brush or trowel to 
metal, concrete, brick, wood, plaster. 
composition, ete. Insulates and _ pro- 
longs Jife of pipe or any metal by pre- 
venting rust and corrosion. Produces a 
permanent, stue- 
co-like finish that 
requires no main- 


tenance. Can be 
painted any 
color. 


A gallon covers 
about 30 ft. of 1” 

O0.D. pipe. Comes 
in 1, 5 and 55 


gal. drums. 





Order from your jobber or write for circular. 


J. W. MORTELL CO. 
508 Burch St., Kankakee, Ill. 











Titel Immediate deliveries 


The Small Town Hardware Dealer 





and His Farm Market 


(Continued from page 23) 


hardware dealers seems to lie in 
the memorable words of Claude 


| R. Wickard, Secretary of Agricul- 


ture. Last April, when he sent out 
his initial appeal to farmers to 


| increase their production of milk, 





| bottlenecks in the 


eggs, and meat, he concluded his 
exhortation with this pronounce- 
ment: “Food will win the war and 
write the peace.” That, indeed, is 
something to tie to for the dealer 
who supplies the tools of the 
farmer’s trade. It puts him, at 
least theoretically, in the position 
of being the arsenal of those “ma- 
chine tools” with which farmers 


_of America keep the food for vic- 


tory program going. 


Conditions Changed 


Since Pearl Harbor, conditions 
have changed perceptibly. Hired 
men are running punch 
presses in armament plants. Farm 
boys have gone into the armed 
services hy the thousands. And for 
the first time since America woke 
up on the morning of Dec. 7, farm- 
ers are faced with a spring work 
program. 


now 


Things will get slightly tougher 
for small town hardware dealers 
before they get better. But when 
“Food for Vic- 
tory” march become apparent to 
the powers-that-be in Washington, 
there'll be action. They simply 
cannot allow the food production 
schedule to bog down because of 
the farmer’s inability to get his 
chores done. Labor-saving equip- 
ment needed in the mass produc- 
tion program, particularly on milk, 
eggs. and pork, will have to be 
provided to help replace lost hired 
hands. 


There Are Limits 


In short, it will take another 
Pearl Harbor, this time on the 
farm front, to bring agriculture 
into the spotlight. There is a limit 
to the number of cows one man 
can care for, or the size of poultry 

_ flock one pair of hands can man- 


_age. Without question, those 


| limits will be reached before the 





1942 quotas are accomplished. 
Then will the wheels of readjust- 
ment and reallocation start turn- 


ing. 


The Opportunity’s There 


In the meantime, small town 
hardware dealers have a job to 
do, not only in the line of duty te 
their farm customers but on their 
own accounts—if they expect to 
keep their heads above water. For- 
tunately, they have the opportu- 
nity and the ability to come 
through with flying colors. There’s 
enough of that “conservation” 
kind of business out there in the 
country to make up for lost vol- 
ume on normal lines. Repairs and 
replacements have a high govern- 
ment priority rating. The chances 
are good that such merchandise 
won't be too hard to get. Also, 
there’s always the sort of business 
one is prone to pass up or over- 
look when sales come easy on the 
bigger plums. 


One More Job to Do 


And there’s one more important 
job to do—now. The sooner it is 
done, the better off will be both 
dealer and farm customer. Here 
it is: 

Start at once cultivating your 
county agent, your local AAA com- 
mitteeman, your Assemblyman, 
Congressman, etc. Point out to 
them the true picture on the farm 
situation, write letters to persons 
who can exert an influence in the 
right places. The Department of 
Agriculture in Washington is be- 
ginning to move in the right di- 
rection—but its leaders need back- 
ing. They need to hear the voice 
of the farmer and the voices of 
those who serve him. 

Not only is it the inherent right 
of every small town dealer to fight 
for the thing he has stood for in 
the service of agriculture but his 
cause is a just one. Remember— 
food will win the war and write 
the peace. Remember—the tools 
of agriculture are as vitally need- 
ed as the tools of industry. 


HARDWARE AGE 
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“Price Books Are a Necessity” 


(Continued from page 26) 


are necessary,” says Mr. Mahoney, 
“we make the changes on the sheet 
in the office price book. This is 
then torn out and given to the girl 
who makes up revised sheets. New 
price sheets are sent to each store 
as soon as possible and a girl in 
the office immediately places them 
in the several price books. Price 
sheets on items never stocked be- 
fore ordinarily are issued once a 
week. When prices are changing 
fast it is quite a job to keep price 
books up to date. However, usual- 
ly very little time is required to 
do this.” 


Posting Employees 

on Price Changes 
It is essential that employees 
know about and become familiar 
with the items on which price 
changes have occurred. Each 
store accordingly has a folder into 
which one set of new or revised 
price sheets are placed when they 
are received. This folder serves 
as a reference book for the most 
recent price changes. Employees 
need only run through this folder 
to keep informed on the most re- 

cent changes. ; 


Price Sheets on New Goods 


Price sheets on new goods, 
items or lines never regularly 
stocked before, are all kept in the 
department “I” section of the 
price book. If the new line goes 
well, and the company decides to 
stock it regularly, it is assigned 
to or given a department classifica- 


Pipe Machine Paid 


(Continued 


shop type of machine. Mr. Mullee 
feels that the investment was very 
much worth while. 

“We believe that our income 
from this machine will continue to 
increase and that eventually it 
will represent one of our most 
profitable customer services,” says 
Mr. Mullee. 

The threading and cutting ma- 
chine is located in the basement 
of the store and occupies a spot 
at the end of a long ramp coming 
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tion. Price sheets then are issued 
and placed in the proper section 
of the price book and the line lis- 
ted in the index of that section or 
department. 

By handling new goods in this 
manner, major changes in the reg- 
ular price book departments are 
reduced to a minimum. 

Special sale or promotion mer- 
chandise purchased for a seasonal 
merchandising event, for example, 
would be listed in the new goods 
section of the price book. 


Price Tickets and Tags 
Keyed to Price Book 


Retail selling prices are seldom 
marked directly on items in the 
stock. Selling prices must be se- 
cured from the price book in most 
instances. However, when items 
are marked the price tickets or 
tags (Fig. 5) instead of show- 
ing a cost figure carry an identi- 
fication number keyed to the price 
book. The identification number 
enables anyone to find the item 
in the price book where cost fig- 
ures can be secured. 

A typical identification number 
is A-74-15. The letter “A” indi- 
cates the department, 74 the page 
number of the price sheet, and 15 
the number of the line on which 
the item is to be found. Retail 
selling price and the year and 
quarter in which the item was pur- 
chased or placed in stock are also 
shown on the price tag or ticket. 
To save time, price tickets and 
tags are made up on ticket mark- 
ing machines. 


for Itself Three Times 


from page 22) 


from the main floor. Pipe stock 
is carried along one side of this 
ramp. It is an easy job to remove 
a piece of pipe from the stock 
pile, place it in the machine, make 
a cut, and run a thread. 

The machine is easy to operate, 
and one man in the store special- 
izes in this work. All employees 
can operate the machine and do 
good work, but they only do this 
when the situation makes this nec- 
essary. 









These Men 
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Boston, Mass. 
. E. Harris 
99 Bedford St. 


Springfield, Mass. 
E. J. Morton 
108 Fedwick St. 


Auburn, N. Y. 
Arthur E. Larose 
29 Maple St. 


Washington, D. C. 
John L. Lindstrom 
2929 Connecticut Ave., 
N.W. 


Pittsburgh, Pa. 
Emerson Randolph 
P. 0. Box 6332 NS 


Halifax, Pa. 
C. H. Speers 
R. D. =2 


Columbus, Ohio 
R. C. Witherspoon 
2852 Indianola Ave. 


“Ot Your Service” 


for MILWAUKEE 
BUILDERS HARDWARE 
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Jacksonville, Fla. 
Harry A. Hoffner 
P. 0. Box 4346 


New Orleans, La. 
Fred J. Allen-Voorhies 
P. 0. Box 169 


Houston, Texas 

E. G. Adams 

3711 Harper St. 
Seattle, Wash. 

Robert F. Bevers 

16235 39th Ave., N. E. 
Los Angeles, Calif. 

A. F. Wheeler 

319 E. Fourth St. 
Toronto, Ontario, Canada 

J. H. Slater and Co. 

32 Front St., West 
Westmount, Quebec, 


Canada 
Chas. J. Walker, Ltd. 
6 Burton Ave. 








MILWAUKEE 


The COMPLETE Line, favored by Build- 


ers and Architects for over 40 years. 


MILWAUKEE STAMPING COMPANY 


816 SOUTH 72nd STREET 


MILWAUKEE ° WISCONSIN 
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Health Seales 
& 
Utility Seales 
Narsery Scales 
© 
Postal Scales 
+ 


Hanging 
Balance Types 





SEND US YOUR 
INQUIRIES 


Fence and 
- PECIALTIES 














Stewart Chain 
Link Wire Fences 
are built to meet all 
requirements trom 
low lawn types to 
high industrial 
. fence with barbed 
a =" wire overhang ar- 
CHAINLINK rangement 

FACTORY FENCE 




















Other Stewart 4 
Products, Wire % 
Window Guards. “AXA 
Wire Mesh Par-@ 

titions. Steel Fold- J 
ing Gates. Machin- <2{ 
ty Guards. Chairs. “AA 
Settees, etc. & 





















Send Stewart your inquires for fence, 
gates, and all types of metal specialties. 
Literature is available on all Stewart 
products. When writing please mention 
literature in which you are interested. 
THE STEWART IRON WORKS CO., INC. 
937 Stewart Block. Cincinnati, Ohle 
Fence Ruildera to America Since 1886 








against the ‘satin chrome sialene 
that won't rust, crack, chip or peel. 


SAGINAW, MICHIGAN . New York City 


TAPES . RULES - PRECISION TOOLS 





Sells Dairy Pails the Year ‘Round 


Sell more of this merchandise during the war period 





Dairy pails, cans and other supplies are shown on 
this table. The shelves are covered with linoleum. 


HEN you are in a dairy sec- 

tion, such as surrounds Litch- 
field, Minn., where the Litchfield 
Hardware Co. is located, a good 
display of dairy pails and galvan- 
ized ware w.ll produce good volume 
every month in the year. Sales are 
better, however, in the spring when 
milk production increases. 

A special fixture provides ample 
space for a large quantity of this 
metal ware. Dairy cans and pails 
are shown on one side and all types 
of galvanized ware on the other. 


The bottom shelf is used to show 
the large bulky items such as milk 
cans and galvanized tubs. Pails of 
all types are shown on the second 
shelf and on the top shelf are other 
bulky galvanized goods and small 
dairy supplies such as strainers and 
filter disks. 

The fixture is located at the rear 
adjacent to the wrapping counter. 
According to E. W. Anderson, part- 
ner, it is one of the best places to 


show this merchandise. 





Galvanized ware is shown on the opposite side of the special 
fixture which is designed to present this line effectively. 
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Uses Tags to Show 
Ceiling Prices 


x 


Our Ceiling Price 


uoo 


[zs 

















This tag identifies the “cost of 
living” commodities in the store. 
cost prices and retail ceiling 
prices also appear upon the taa. 


HE Fruth Hardware Co., Inc., 
Fostoria, Ohio, uses large ma- 
nila string tags to identify merchan- 
dise listed as “cost of living” com- 
modities and to show their ceiling 
price on these items as required by 
the General Maximum Price Regu- 
lation recently issued by OPA. 
(Complete story on pages 38, 40 
and 82, May 14, 1942, issue of 
Harpware AGE and on page 27 of 
this issue.) These regulations be- 
came effective on May 18, 1942. 
These tags have the words “Our 
Ceiling Price” printed across the 
top. Below this the cost of the item 
in code and the firms ceiling price 
is shown. Tags are attached to all 
“cost of living” commodities carried 
by the store so that customers may 
be fully informed as to the ceiling 
price on the merchandise and so 


they may know that the firm is com- | 


plying fully with the price regula- 
tions. 


Some Facts About 
Your Ceiling Prices 
(Continued from page 29) 


all are offered at the same ceiling 


price, each item need not be marked | 
separately as to ceiling price but 


your price card may read, “Ceiling 
Price — 10 cents.” But this card 
must be displayed on the counter or 


table where the merchandise is of- | 


fered for sale. 

You should not have one “Ceiling 
Price” card covering unrelated mer- 
chandise, but a separate card for 
each class. 
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FOR MORE PRODUCTION 
WITHOUT MORE MAN HOURS 






SAVE customers’ maintenance hours—STRETCH bearing 
surface life—with extra protective film built up by DIXON’S 
TICONDEROGA Flake Lubricating Graphite. There’s a need 
NOW, more than ever, for this enduring lubricant. 

Use alone or in greases to supplement or supplant ordinary 
lubrication where extremes of temperature, pressure, speed, 


moisture make ordinary lubrication insufficient. 


DIXON'S Fane onararre 


= Se 

P P _ P 5 Ibs. Decied = 
Available in two particle sizes: No. 1—large, DIXON'S 
COMDEROG* 


unctuous, lustrous flakes; No. 2 — finely 
powdered flakes. For close-fitting bearings, 
Dixon’s No. 635—minutely subdivided, 
powdered flakes smaller than No. 2. 






















JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY, N. J. 


Ticonderoga Graphite * No. 635 Graphite » Microfyne Graphite + Pipe Joint Compound +* Graphite 


Seal + Graphited Oils » Cup and Pressure Gun Grease » Gear Lubricants * Waterproof Graphited 


Grease + Auto-Marine Grease + Graph-Air Guns + Belt Dressing (Contains no Graphite). 


® 2230 





The Federal Wage and Hour Law 
and the Retail Hardware Dealer 


By COLIN KERR CAMERON 


U. S. Department of Labor, 
Wage and Hour Division, 
New York, N. Y. 


EDITOR’S NOTE: Many retail hardware dealers 
have unintentionally violated the Federal Wage 
and Hour Law because of misunderstandings 
and misinterpretations of its many provisions. 
This discussion of the law should be extremely 
helpful to retailers because it deals directly 
with its application in the retail field. It should 
help these merchants understand the law and 
should teach them how to comply fully with its 
provisions. 


i in May a 


leading hardware man was much 
amazed to learn that steadily 
and consistently he had _ been 
violating the Fair Labor Stand- 
ards Act (Federal Wage and Hour 
Law) ever since its effective date 
in October, 1938. Further, he 
learned that as a result, he owed 
his employees a considerable sum 
to make up the difference between 
the wages he actually had paid 
them and what he should have 
paid them under the law. 

“Now that I know all about it,” 
he told the Wage-Hour inspector 
who had dropped in merely to 
make a routine inspection, “I'll 
admit it’s all my fault. But I had 
no idea I was in the wrong, and 
I'll certainly take immediate steps 
to make up to these fellows the 
full amount that’s coming to 
them.” 

What had happened? He’d just 
been careless; He'd failed to re- 
alize that a good many of his 
transactions interstate 
commerce and of a type which the 
Wage and Hour Division of the 
U. S. Department of Labor regu- 
iarly has maintained would sub- 


were in 


50 


ject any establishment to the law. 

Dangerous indeed is this busi- 
ness of just “assuming.” For- 
tunately, this particular dealer was 
able to show conclusively that his 
violations were completely unin- 
tentional, or he might have been 
faced with action in a Federal 
Court which could have led to 
fines of up to $10,000 on each of 


several counts. 


Familiar With the Act 


Most hardware dealers undoub- 
edly are familiar with the basic 
features of the Act. They know it 
requires that employees engaged in 
interstate commerce or in the pro- 
duction of goods for interstate 
commerce, unless specifically ex- 
empted, must be paid not less than 
30 cents an hour and not less than 
time and a half their regular rate 
of pay for all hours worked beyond 
40 in any work week. 

They usually know, too, that 
Section 13(a) (2) of the Act ex- 
empts from both the minimum 
wage and overtime requirements 
employees “engaged in any retail 
or service establishment the greater 
part of whose selling or servicing 
is in intrastate commerce.” 


This particular merchant had 
known that. He admitted it to the 
inspector. But because his estab- 
lishment did a good deal of over- 
the-counter selling to local con- 
sumers, he just figured he was an 
exempt retailer. 

He was wrong! 

The Wage and Hour Division’s 


" Interpretative Bulletin No. 6 dis- 


cusses this section on the retail 
exemption. “A retail establish- 
ment.” says the bulletin, in part. 
“is characterized by numerous 
small sales. It sells merchandise 
in small quantities and at prices 
which are higher than the price 
involved in sales by wholesalers 
or jobbers . . .” 

Retail stores usually carry a 
stock of merchandise and are 
patronized regularly by the gen- 
eral consuming public, in contrast 
to most wholesale establishments, 
which customarily exclude the gen- 
eral public. 

For hardware merchants whose 
business is strictly retail and con- 
fined largely to local customers, 
these tests will be sufficient to de- 
termine their status under the 
Wage and Hour Law—employees 
in such establishments would nor- 
mally be exempt if more than half 
the gross receipts came from in- 
trastate sales. 

But for many dealers the story 
is different. True, they may main- 
tain a stock of hardware and may 
be patronized by Mr. and Mrs. 
John Q. Public, but they also do 
business with other customers— 
building contractors, other dealers. 
institutions, and various govern- 
mental agencies. 

This is where the dealer men- 
tioned at the start of this article 
had made his mistake. He had 
completely ignored, or rather, had 
overlooked the fact that a suffi- 
cient percentage of his sales were 
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TOOL USERS EVERYWHERE 
are calling at hardware dealers 
for the nationally-advertised 
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National advertising by Disston in THE SATURDAY EVENING POST and leading 
homecraft magazines is directing tool users to your store for a free copy of the Disston Saw, 
Tool and File Manual. In this practical book on the proper use and care of tools, George T. 
Weymouth, Bureau of Industrial Conservation, War Production Board, says: ‘TOOLS 
ARE WEAPONS. CONSERVE THEM. USE THEM PROPERLY TO AVOID 
BREAKAGE AND THE WASTE OF CRITICAL MATERIALS NEEDED TO WIN 
THIS WAR.” 


You can cooperate in the nationwide, government-approved Disston Conservation Con- 
trol Plan to save essential tools and materials, by supplying your customers with this valu- 
able Manual. In addition, you will find the book an effective means of increasing customer 
traffic—of building lasting good will—and insuring future sales of saws and tools. 


Be certain you have an ample supply of the popular Disston Tool Manual. Remember, 
this is a reference book and buying guide. Your imprint on the cover will bring customers 
into your store for future purchases. Attach $1.00 to the coupon and ORDER NOW ! 


' HENRY DISSTON & SONS, INC., 654 Tacony, Philadelphia, Pa., U.S. A. 
MA BUY 


UNITED 


source, oe ee ee 
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ofS» DISSTON Conservation Kit Order 





Henry Disston & Sons, Inc., (Imprint Copy) 
654 Tacony, Philadelphia, Pa., U. S. A. 
Please enter our order for .......... (only) Disston 
Conservation Kits ($1.00 in currency or check enclosed for 
each Kit ordered). Kit consists of Display Card and 100 
copies of the Disston Saw, Tool and File Manual, imprinted 
with our name and address as follows: (three lines only) 


Ship Complete Kit prepaid to the following address: 


Firm name. 


Street a 


a 


pe ee ee ee 
(Orders will be handled in sequence received) 
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A popular buy-word 


National 


HARDWARE 




















HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 





National Manufacturing 
Company 
STERLING - - - ILLINOIS 

















Easier to Sell — 
More Profit 


The superior construction of Fairbanks Hand 
Trucks makes them easier to sell and increases 
sales. For instance, they have steel straps on 
both front and back of frame, providing 
extra strength, rigidity and durability. 


The nose iron goes over the handle straps, 
which makes replacement easy. 


Pressed steel cross bars are set flush into the 
top of wooden frame and rigidly bolted, 
eliminating weakening mortises. 


There are at least a half dozen other super 
features that appeal to buyers. 


Fairbanks Hand Trucks are made 
in types for practically every 
requirement. 


Write today for our special 


proposition and catalog 
No. 5I. 


The Fairbanks Co. 


400 LAFAYETTE ST., 
NEW YORK, N. Y. 


Boston, Mass., Pittsburgh, Pa. 
Distributors in Principal 
Cities 













| of a non-local or non-retail char- 


acter. Using his regular retail per- 
sonnel, he was shipping a sufficient 
quantity of goods across state lines 
and was actually conducting a 
small wholesale establishment. 
“A retail sale,” the Wage-Hour 
bulletin explains, “is a 
goods for direct consumption and 
not for purposes of resale or re- 
distribution in any form. Sales of 
goods to wholesalers, jobbers, or 
retailers, for resale by them, are 
not retail sales, regardless of the 
price or quantity involved.” 


sale of 


With these principles in mind 
(the price-quantity test and the 


| fact that sales of goods for resale 
| are not considered retail transac- 


tions) let us see what the Division 
has said about dealers whose busi- 
ness seems to fall both into retail 
and non-retail categories. 

“Minor discrepancies, of course, 
will not defeat the exemption . 
Thus, for example, an establish- 
ment which makes some non-retail 
sales nevertheless would be con- 
sidered a retail establishment if. 
the gross receipts from non-retail 


| sales are not substantial . . .” 


For 
the Division will ordinarily con- 
sider the non-retail selling of an 
establishment to be “substantial” 
if the gross receipts from such sell- 
ing are more than one-quarter (25 
per cent) of the total gross re- 
ceipts of the establishment. Nor- 
mally, sales during the six-month 
periods ending June 30 and Dec. 
31 will be used in analyzing the 


purposes < of en forcement 9 


| character of business in an estab- 


lishmeni. 

To sum up the story thus far, 
employees of dealers whose retail 
receipts exceed 75 per cent of the 
establishment’s gross receipts will 


| be exempt from the wage and hour 


provisions under Section 13(a) (2) 
provided that more than half of 
the gross receipts are from intra- 
state sales. But, here an impor- 
tant distinction should be noted: 
in the case of establishments whose 


| non-retail volume is more than 25 
_per cent of the gross, employees 
| will be covered by the Wage and 
| Hour Law if any part of the busi- 


ness, either buying or selling, is 
transacted across state lines. while 
an establishment shown to be re- 
tail by the 75,25 test becomes sub- 





ject to the law only when less than 
half its sales are intrastate. 

Sales which involve out-of-state 
deliveries or shipments, including 
“drop shipments” by another con- 
cern on the dealers behalf, are 
considered interstate commerce. 
But in the normal case, local sales 
to a customer who himself takes 
or ships the goods to another state 
will be regarded as intrastate. 

In addition to hardware, sport- 
ing goods, etc., many readers of 
HarpwarRE AGE handle building 
materials, and they supply con- 
tractors as well as private indi- 
viduals. Are sales to contractors 
retail or non-rétail? Sales to a pri- 
vate individual of lumber, fittings, 
and other materials for the con- 
struction, maintenance, or repair 
of his private property (such as a 
home or garage), the Division con- 
siders retail sales. So, too, are 
sales made to contractors who pur- 
chase directly in behalf of private 
individuals who are their clients. 


Not Retail Transactions 


But supplies sold to contractors 
for the purposes of resale will not 
be considered retail transactions. 
For instance, if a contractor buys 
materials to construct one or more 
houses which he expects to sell at 
a later date, such sales may not be 
classed as retail. And in any case, 
any sale to an individual of any 
bill of goods in quantity materi- 
ally greater than the average pri- 
vate consumer would buy, would 
be non-retail. 

Though no hard and fast rule 
can be laid down, sales for the 
construction, maintenance 
pair of railroads, highways, 
bridges, apartment houses, office 
buildings, and similar structures 
usually involve quantities too 
large to class as retail sales, as 
ordinarily do sales to the Federal 
Government or to states and mu- 
nicipalities. There is no objection 
on the part of the Division to the 
complete segregation (usually in a 
separate room or building) of the 
wholesale and retail units of an es- 
tablishment in order that the Sec- 
tion 13(a) (2) exemption may be 
applied to the retail employees. 

For purposes of enforcement in 
connection with chain or multi- 
unit concerns, the Wage and Hour 
Division regards each physically 


or re- 
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segregated place of business as a 
separate establishment, and the 
characteristics of each unit will de- 
termine whether its employees are 
exempt under Section 13(a) (2). 
The distribution of goods from a 
warehouse to retail stores is not 
retail distribution, and the ware- 
house is not a retail establish- 
meni. 


Exempts Certain Types 


Another section of the Fair 
Labor Standards Act exempts cer- 
tain types of employees only. This 
Section, 13(a)(1), exempts from 
both the minimum wage and over- 
time requirements any worker 
“employed in a bona fide execu- 
tive, administrative, professional, 
or local retailing capacity, or in 
the capacity of outside salesman,” 
as these terms are defined and de- 
limited in Part 541, of Title 29, 
Chapter V, Code of Federal Regu- 
lations.* Employers should study 
these regulations carefully before 
claiming exemption for any em- 
ployee otherwise covered. 

Clerical help, such as stenog- 
raphers, order clerks, typists, mes- 
sengers, and the like—and mainte- 
nance WwW orkers such as porters, 
janitors, charwomen, étc.—gener- 
ally must be paid in complete ac- 
cordance with the provisions of 
the Act if they are engaged in in- 
terstate commerce or production 
for commerce. Occasional exemp- 
tions in distribution establishments 
will occur here, of course, when 
an employee’s work includes suffi- 
cient retail duties to allow his ex- 
emption as an employee “engaged 
in a local retailing capacity.” 


Must Keep Records 

Employers who are subject to 
any provision of the Act must keep 
records showing hours worked and 
rates of pay for each covered em- 
ployee. The record keeping regu- 
lations do not require the use of 
special forms or bookkeeping 
methods but the necessary infor- 


* Copies of these regulations, Inter- 
pretative bulletin No. 6, instructions for 
keeping wage-hour records, and other 
publications, are available without cost 
at any Wage-Hour office or direct from 
the national office of the Division at 
165 West 46th Street, New York City. 
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mation must be complete, accurate, 
and readily available. 

Though the Wage and Hour Di- 
vision has never adopted a strong 
punitive attitude in its enforce- 
ment procedure, the law itself im- 
poses penalties for wilful viola- 
tion. These include fines up to 
$10,000; for second offenders, 
imprisonment up to six months 
may be imposed, with or without 
a fine. It is unlawful not only to 
produce goods for interstate com- 
merce in violation of the Act, but 
also to ship, deliver or sell in in- 
terstate commerce goods so pro- 
duced by the shipper or others. 

Employees also have an inde- 
pendent right to sue for wages 
which they have earned under the 
Act but which they have not been 
paid. In successful suits, the 
courts must award them double 


the amount due, plus a reasonable | 


sum for attorney fees, and assess 
court costs against the defendant. 


Unusual Displays 
Attract Passersby 


Y adding an unusual touch to 


its window displays, Cornwall 
& Keltie Hardware Co., Glendale, 
Calif.. has helped residents of the 
community form the habit of reg- 
ularly visiting the store’s windows 
each week. Sometimes these people 
simply walk or drive past the win- 
dows. but more often. they stop and 
go into the store for some item shown 
in the displays. 

The underwater fishing equip- 
ment window featured a short time 
ago was typical of such displays. 
Diving masks. fishing spears, swim 
fins, and various other items were 


shown in the window. It was also | 


installed the same week during 
which a movie short on this sport 
as being shown at a nearby motion 
picture theatre. 

Deep green Cellophane served as 
the background in the display. Spec- 
imens of game fish common to the 
section were suspended on fine wires 
at different levels in front of this. 
The result simulated an underwater 
scene that caught attention of 
passersby. Many who looked came 
into the store to buy, others asked 
for additional information about the 
merchandise and the various angles 
of the sport. 






























PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Structurals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, ete. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 





1. Better combustion saves fuel, vital 


in these days. 

2. Lights quickly, improving stove- 
performance. 

3. Soft carbon wipes away. 

4. Goes out quickly, reducing odor. 

5. Patented process increases life 
and, therefore, economy. 

6. Steady seller because it makes 
good. The pick o' the wicks. 


Re Order from your jobber 


| M 
. INDUSTRIAL SALES DIVISION 


RAYBESTOS-MANHATTAN, INC. 


MANHEIM, PA NORTH CHARLESTON SC 
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POST HEADS SALES placed in charge of the Houston N 
R. W. Helms Named Berger 9 =—ousrmiat rinisties pie : 
PTTSBG. PLATE GLASS John A. Hanley, production 


General Sales Manager 


The appointment of R. W. 
Helms as general manager of 
sales of the Berger Manufactur- 
ing Division (Canton, Ohio), of 
Republic 
been announced. 
ceeds J. W. 
cently. 

In 1921 Mr. Helms graduated 


from the School of Commerce, 


Steel Corporation has 
Mr. Helms suc- 


Strong, who died re- 


University of Texas, with the de- 
gree of Bac helor of Business Ad- 
ministration. His first position 
was as a cost clerk with the 
Dallas 


1929, after serving as department 


branch of Berger. In 
manager for five years and man- 
ager of the Dallas branch for 
three years, he was transferred 
to Canton, where he joined the 
general sales staff. He was made 


LOS ANGELES PLANS 
GIFT SHOW IN JULY 


“Keep ‘Em Buying” is the 
theme of the 16th California Gift 
and Art Show scheduled July 
26-31 at the Los Angeles Bilt- 
more Hotel. A venture in victory 


values will be demonstrated to | 


the nation’s hardware gift and 
houseware buyers, according t 
show manager James F. Bone of 
the Los Angeles Chamber of 
Commerce. 

The ingenuity of the gift in- 
dustry will present many prac- 
tical alternates for articles no 


longer procurable. Craftsmen, 


designers and manufacturers will | 


offer thousands of products pro- 
duced from materials not es- 
sential to the Victory Program, 
according to W. W. Tara, chair- 
man of the show committee. 
Stress is being placed by the 


California Gift and Art Show on | 


the fact that fewer salesmen will 
be able to visit the retailers as 
the tire and gasoline situation 
becomes more crit‘cal. 
serve rubber and automobiles the 


entire gift industry agrees that 
it is wise for all buyers to visit 
the trade shows. Again the Los 


Angeles event will feature thre: 


assistant general sales manager 
in 1935. 





big shows combined, all under 
one roof at the same time. There 


| will be a complete gift, artware, | 


china, 
show, pic- 


and stationery show, a 
glass, and pottery 
lamps, and 


tures, housewares 


show . 


“MIRRO” DISTRIBUTES 
DINNER WARE 


In addition to the various lines 


represented as sales agents, the 


Aluminum Goods Mfg. Co., Mani- 
towoc, Wis., is now distributing 
| Knowles dinner ware. Fifteen 
| distinctive decorations have been 
designed for exclusive distribu- 
tion by the “Mirro” salesmen. 
| This exclusive line will be dis- 


tributed through the retail trade | 


only. 
While the merchandising will 
| primarily center around sets, 


open stock will also be sold. 
Mats for newspaper advertising 
| are available. 

| This is another measure taken 
| by the Mirro people in the in- 
terests of maintaining their sales 
| contacts with their established 
trade and offering popular mer- 
chandise to help dealers maintain 


| retail volume. 


Herschel E. Post has been ap- 
pointed general sales manager, 
industrial finishes, Pittsburgh 
Plate Glass Co., with headquar- 
ters at Pittsburgh. Mr. Post 
previously was manager of the 
company’s Houston, Texas, paint 
factory. 

Following the war Mr. Post 
and his brother established an 
independent retail paint outlet 
that became a part of the Pitts- 
burgh Plate Glass Co. in 1930. 
In 1932 Mr. Post was named 
manager of the Oakland, Calif., 
warehouse, and in 1933, district 
manager ‘n cherge of the Oak- 
land district. In 1940 he was 


manager, temporarily will man- 
age the Houston plant. 


FRANKLIN REPRESENTS 
NATIONAL SCREW IN PA 

The National Screw & Manu- 
facturing Co., Cleveland, Ohio, 
announces the appointment of 
Ray C. Franklin as sales repre- 
sentative for eastern Pennsy!- 
vania with headquarters in Phila- 
delphia. He succeeds S. M. 
Washabaugh, recently transferred 
to the home office as production 
superintendent. Mr. Franklin is 
an old National Screw & Manu- 
facturing Co. man, but has been 
away from the firm since 1935. 


Hoeynck and Poindexter Elected 
To Shapleigh Directorate 


The board of directors of the | 
Shapleigh Hardware Co., St. 
Louis, elected G. Edwin Poin- | 














G. EDWIN POINDEXTER 


dexter and Henry A. Hoeynck 
to its membership on May 15. | 
Mr. Poindexter came with the | 
Shapleigh company immediately | 
after leaving the University of 
Illinois in 1922. He served suc- 
cessively in the bookkeeping and 
credit departments, both of which 
are now under his jurisdiction, 
and subsequently was 
treasurer of the company. 
Mr. Hoeynck has a long rec- 
ord in the St. Louis hardware 


elected 





industry. Employed by E. C. 
Simmons in 1905, he has fillec 
many positions in the old Sim- 
mons organization. When Shap- 
leigh Hardware Company took 
over the ass<ts of that concern, 
Mr. Hoeynck became the buyer 
of wire and steel products, and 
ammunition, and later given 
charge of all matters pertaining 
to priorities and other defense 


| regulations. 


For some time past, Mr. 
Hoeynck has been a member of 
the executive committee of the 
National Wholesale Hardware As- 
sociation. 





HENRY A. HOEYNCK 
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N.R.H.A. CANCELS 
JULY CONGRESS 


Because of war conditions, in- 
cluding the probability that Gov- 
ernment restrictions will be 
placed upon travel for conven- 
tion purposes and the existing 
tire shortage, the board of gov- 
ernors of the National Retail 
Hardware Association has aban- 
doned plans to hold its Congress 
in Chicago on July 14-17. 

Prior to reaching the decision, 
the board submitted the ques- 
tion to secretaries of the various 
affiliated associations. The ma- 
jority of those returning ballots 
on the question favored elimina- 


tion of the Congress this year. | 


Thomas, Nesco 


Instead of the regular Con- 
gress, the board has authorized 
holding the annual meeting of 
the association in Indianapolis 
on Tuesday, July 14, for the pur- 
pose of receiving reports and 
electing officers for the ensuing 
year. 

Any member of the association 
is, of course, welcome to attend 
this meeting. No regular pro- 
gram will be prepared. 

The meeting will be held at 
the Lincoln Hotel, Indianapolis, | 
and the first session will be called | 
to order at 9:30 A.M., Tuesday, | 
July 14. 


Smith, treasurer, The National | 
Copper & Smelting Co.; William 
M. Goss, vice-president, Scovill 
Mfg. Co.; treasurer, C. Donald 
Dallas, president, Revere Copper 
and Brass, Inc.; manager T. E 
Veltfort; Bertram B. 
Caddle. 

The following constitute the 
board of directors: John A. Coe, 
Wylie Brown, R. E. Day, R. L. 
Coe, W. M. Goss, C. L. Smith, 
C. D. Dallas, T. E. Veltfort, B. 
B. Caddle, J. A. Doucett, A. W. 
Wilkinson, S. TH. Perry, Otto 
Z. Klopsch, and F. L. Riggin. 


secretary, 


REPRESENT SOILLESS | 
GROWERS GUILD IN EAST 


Ralph Gretsch and Sig Mor- 
vay, manufacturers’ representa- | 
tives with headquarters at 1133 | 
Broadway, New York City, have 


| been appointed eastern represen- 


Sales Head, 


Joins War Production Board 


John F. Thomas, vice-presi- 
dent in charge of sales, Nat‘onal 
Enameling and Stamping Co., | 
Milwaukee, Wis., has been called | 
to Washington to work in the | 
office of Chairman Donald Nel- | 
son of the War Production Board | 
beginning May 18. 

Alfred J. Kieckhefer, presi- | 
dent, will directly supervise sales 
policy during the temporary ab- 
sence of Mr. Thomas. The metal | 





JOHN F. THOMAS 


| Co., Waterbury, Conn. 


| president, The American 


wares division will continue to be 
headed by E. P. Altemeier, with 
divisional heads reporting direct- | 
ly to him. G. C. Davis will con- 
tinue as manager of the stove 
division. T. E. Fajen, manager 
of the electrical, division, has | 
become assistant to E. G. Gard- | 
ner, vice-president in charge of 
manufacturing, and_ will have | 
supervision of activities in, re- | 
lation to war contracts. 


| 
COE OF CHASE BRASS | 
HEADS ASSOCIATION | 


Robert L. Coe, vice-president 
of Chase Brass & Copper Co., | 
Inc., Waterbury, Conn., was 
elected president of the Copper 
& Brass Research Association, 
120 Lexington Ave., New York 
City, at its 22nd annual meet- 
He succeeds John A. Coe, | 
president of The American Brass | 


g 
ing. 


Other officers 
vice-presidents, 


elected 


John A. 


were: 
Coe, 
Brass | 
Wylie Brown, president, 
Phelps Dodge Copper Products 
Corp.; R. E. Day, president, 
Bridgeport Brass Co.; C. 


Co.: 





tatives for the 
Guild, 333 N. 
Chicago, Ul. 
and Morvay 
company in 
Ohio east. 


Soilless Growers | 
Michigan 
Messrs. 
will 
the 


the 
from 


represent 
territory 


| 





MURREL CRUMP 


Who recently was elected 
president of the Kansas City, 
Mo., Advertising Club. Mr. 
Crump has been advertising 


| — 
and merchandising manager of 


the Locke Stove Co., Kansas 
City, since its inception in 1940. 
The company manufactures 
“Warm Morning” coal heater. 
Mr. Crump is a full-fledged ad- 
vertising man, having had 22 
years’ advertising experience. ' 


| 
| 





Ave., | | 
Gretsch | | 


JOINS FAIRBANKS, 
MORSE UNIT 
Vene D. Fry has recently been 
appointed manager of the dealer 
department, Kansas City branch 
of Fairbank:, Morse & Co., 600 





VENE D. 


FRY 


S. Michigan Ave., Chicago, III. 
He succeeds Henry Quinn who 
has retired. Mr. Quinn had been 


| associated with the company for 


40 years, 31 of which he 
with the Kansas City branch. 
Mr. Fry is a graduate of the 
Oklahoma A & M College, Still- 
water, Okla., and during his 
last year in school worked in the 
summer months for the com- 
pany’s Kansas City branch 
in the air conditioning depart- 
ment. Following his gradua- 
tion he returned to the em- 
ploy of the company in the air 
conditioning department. Shortly 
after that he was promoted to 
sales promotion manager of the 
branch, and after two- 
and-one-half years in that capac- 
ity he was given the Joplin, Mo., 
territory. As a result of his 
work in that territory he 
his promotion. 


was 


some 


was 
given recent 
NU-WAY COUPLING 
IN NEW LOCATION 


The Nu-Way Coupling Co., 
has moved to new quarters at 
Lindsay, Calif. The company 
was formerly located at 119 S. 
Alvarado, Los Angeles. 








CHICAGO RETAIL HARDWARE ASSOCIATION OFFICERS: Seated from left to right, 
M. B. Silverman, director, Chicago; Charles A. Chouffet, newly elected vice-president, Oak Park; 
Edward Vondrak, new president, Cicero; James Cihak, retiring president and new chairman of 
the board, Chicago; W. J. Switalksi, director, Chicago, and John J. Burkhart, director, Chicago. 
Standing, from left to right, are: J. C. Amis, secretary-treasurer; Richard Hesse. retiring direc- 
tor, Chicago; Edgar U. Hamel, newly elected director, Chicago; H. D. Crook, retiring chairman 
of the board. now member of the advisory committee, and John W. Weiss, director, Evanston. 


Vondrak Heads Chicago Assn. 


At the annual meeting, May 22, 
of The Chicago Retail Hardware 


Association, 1416 Merchandise 





ROBERT KAZELKA 


Mart, Chicago, Ill, Edward Von- 
drak. Cicero, was elected presi- 
dent. Charles A. Chouffet, Oak 
Park, was elected vice-president. 
New directors elected for a term 
of three years were: Robert Ka- 
zelka and Edgar U. Hamel. The 
following directors whose terms 
do not expire are: M. B. Silver- 
man, Chicago; W. J. Switalski, 
Chicago; John J. Burkhart, Chi- 
cago, and John W. Weiss, Evans- 
ton. J. C. Amis is secretary- 
treasurer of the Association. 
The reports from the presi- 
dent and secretary showed that 
the Association had been very 
active during the year and their 
accomplishments for the hard- 
ware industry in Cook County 
had been very beneficial. It was 
also shown that the Association 
had grown considerably and that 
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its financial condition was sub- 
stantial. 

The Ladies Auxiliary of the 
Association had charge of the 
Mr:. Edward Vondrak 
A buffet supper 
was served after the meeting and 


meeting. 
was chairman. 


there was also a program of | 
Attendance was | 
| Carolina and Tennessee. 


entertainment. 
367. 















WRIGHT SALES MGR. FOR 
CLIDDEN IN SOUTHEAST | 


Clarence B. Wright has been | 
appointed to the position of sales | 
manager for the southeastern 
division of The Glidden Co., 
Cleveland, Ohio, located at At- | 
lanta, Ga. The southeastern divi- 
sion comprises Alabama, Georgia, | 
Florida, and parts of South 








Latest News on 


PRIORITIES 
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an 
WAR-TIME ORDERS 
on page 60 








WAR SUPPLIES LOST 
IN HARDWARE FIRE 


In a spectacular three-alarm 


fire on April 18th, fire swept the 
five-story Campbell Hardware & 
Supply Company building and 
contents at 110 First Avenue, 
Seattle, Wash., and destroyed 
$300,000 in vital war supplies, 


| causing severe injuries to four 
| 
| firemen. 


Wallace H. Campbell, general 


| manager of the firm advises that 
|a close watch has been main- 


tained against just such a fire as 
occurred, as the entire five 
floors were filled with vital war 
supplies, tools and other heavy 
hardware, and much of the ma- 
terial was destined for use in 


| defense factories, or in speeding 


the war effort in other ways. The 


| exact cause has not as yet been 
| determined, but 
was being made both during and 


investigation 


after the fire. When it was 
thought that the fire had been 
extinguished, the fifth floor burst 
into flames, where were stored 
many hundreds of catalogs. 





TWIN CITIES BUILDERS’ HARDWARE CLUB officers and some of the members 


pose for their photo. 


The club draws its membership from Minneapolis and St. Paul, 


Minn., hence its name. All members were not present when the photograph was taken. 
The total membership is 49. Because of building restrictions since the entry of the 
United States into the war, many members were forced into other lines of work and 
many of the younger men have been inducted into our armed forces. 


Front row, left to right, are: Harold M. Miller, secretary; P. D. Shirley, manufac- 
turers’ representative; S. A. Ulvick; A. J. Prince, manufacturers’ representative; Robert 
J. Strandmark; Adam N. Stark, manufacturers’ representative. Second row, left to right: 
George O. Richardson; Roland H Gedatus, president; Carl L. Simmons, vice-president; 


M. E. Wheeler; Lloyd Johnson; Armand Roy Evans; Marton Kjos. 


Third row, left to 


right: Clarence M. Moulden; Nels M. Nelson; Jose J. Moshofsky; R. S. Wenell; William J. 


Fish, treasurer; Henry J. Wepplo, and Ben D. Straughan. 
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CHAMBERLAIN TALKS 
ON BUILDERS’ HDWE. 
RESTRICTIONS 


R. W. Chamberlain, assistant 
general sales manager, hardware 
division, Stanley Works, New| 
Britain, Conn., addressed the 








R. W. CHAMBERLAIN 


May 22 meeting of the Hardware 
Boosters at the Pearl St. Res- 
taurant, 546 Pearl St., New York 
City. Mr. Chamberlain, an hon- 
orary life member of the Boost- 
ers, discussed “Restrictions on 
Builders’ Hardware” outlining | 
L-41, limiting new construction | 
to jobs authorized by WPB, 
M-126, iron and _ stcel order, 
M 9C, copper and copper alloys 


| tated 
| discussions in darkness. 


Later when dis- 
other 


ers’ hardware. 
cussing limitations on 
kinds of lines he said that to de- 
feat Hitler the people of this 
country mu-t do without many 
luxuries which the Axis powers 
said we could never forego. 
Toward the end of the business 
which followed Mr. 


address, a_ bor- 


meeting, 
Chamberlain’s 


order and others affecting build- 





ough wide “Blackout” necessi- | 


business 
During 
the “Blackout” plans were made 
hardware mass meeting 


. . . 
continuation of 


for a 
concerning the price ceiling regu- 
lation. 


INGERSOLL, V-PRES. 


us. Cc OF C. 
Roy C. Ingersoll, president, 


| Ingersoll Steel & Dise Division, 


Borg-Warner Corp., Chicago, IIl., 
has been elected vice-president 
of the northern central division 
of the Chamber of Commerce 
of the United States. 


MAY HDWE. MOVES 
TO TEMPORARY 
LOCATION 
The May Hardware Co., Wash- 


ington, D. C., has announced 


that it will shortly move to tem- | 


porary quarters at 1054—3lst St., 


N. W., Washington, D. C. While | 


there the company will look 
around for a permanent loca- 
tion for its business. 


a 





“UNCLE SAM NEEDS YOUR OLD PAINT BRUSHES”: 
With this slogan a nation-wide campaign for collection of 
old paint-hardened brushes from millions of homes has been 
started by Devoe & Raynolds Co., Inc., New York City. The 
drive will be conducted through more than 10,000 dealers 


as collection agents 


The company has authorized payments 


of 10 cents up to $2.00 for old brushes which will be re- 
claimed at a special plant being set up at Louisville, Ky., by 


the company. 
York. 


real money. 
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The photo shows the first barrel of used 
brushes collected at one of the company’s stores in New | 
Miss Paula De Cenzio is presenting an old paint brush | 
for which Charles McEwen, store salesman, is about to pay 






















































TAPER ROLLED BLADE 


Strongest construction open back type. Heavy 
section extends full width of blade from top 
to point of frog where strain is most severe. 
Blade and socket heat treated. 


RIVETLESS SOCKET 


No rivets. Socket is smooth and elimination 
of rivet holes increases strength of handle. 


HANDLES 


Northern ash. Attractively finished with a 
walnut color. Bug-proof lacquer. 


e Perfect balance. Supplied in D and long 
handle. Round and square point. 


sg Wj 
C AMES d 


Since 
€ hid 5 


AMES BALDWIN WYOMING CO. 


NORTH EASTON 
MASS. 


PARKERSBURG 
W.VA 
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TODAYS GREAT FOOD 
PRODUCTION PROGRAM 


DEEP WELL SYSTEMS 
Series 400 and 600 modernly 
engineered for smoother, 
quieter operation and 
extra long life. Power 
mechanism is quickly 
removed as a unit 
from main housing. 
Today's ‘‘best’’ in 
Deep Well Pumps. 


SHALLOW WELL SYSTEMS 
Series 420. Dependable, quiet, com- 
pact. Built to give owners extra 
years of trouble-free running water 
service. 


~ 


The spotlight is on the farmer today. One of his greatest helps 
IN PRODUCING MORE is a modern, dependable Water System. 
The government recognizes this. McDonald DEALERS are able 
to supply farms with Shallow Well. Deep Well 
‘ and Hydro-Jet Systems of known quality and 
proven efficiency. They are factory-assembled 
and tested . .. ready to give many years of 
running water service and satisfaction. 










Schollhorn Company Employees 
To Receive Pension Benefits 


The William Schollhorn Co., | 


New Haven, Conn., announces 





| according to 


that it has established a fund 
for the benefit of employees who 
shall retire after having served 


with the company for a certain | 


of years. This 
Arthur R. Heise, 


general manager of the company, 


number 


3 | has been set up solely for the 
benefit of Schollhorn employees. 


A considerable has been 
paid into the fund by the com- 


pany this 


sum 


and money or any 


| which may hereafter accumulate 


in it by reason of earnings, divi- 


dends or further contributions 
by the company, may never be 
used for any purpose except for 


the direct benefit of employees 


who retire under the provisions 
| of the Trust 
Retirement is at the age of 65. | ity 


Plan. 


fund, | 


All employees who were 56 
years of age or older when the 
plan was initiated shall be re- 
tired ten years after the date of 
coverage or the December Ist 
nearest the employee’s 75th 
birthday, whichever shall occur 
first. 

Since the purpose of the plan 
is to provide adequate total in- 


|come to retired employees, the 


benefits that will be received by 
the employees from Social Secur- 
ity have been taken into account. 
Provision has been made for em- 
ployees’ illness, for vacations 
and for any seasonal layoffs 
which might occur. In the event 
of the military service of an em- 
ployee, the company will make 
payments to the Fund for him 
for five years. The Trust also 
provides for sickness, disabil- 
and death benefits. 











| “MISS SPIRITS OF TURPENTINE”: Miss Patsy Elaine Sims 
| of Valdosta, Ga., who will reign in the Gum Naval Stores 


Forests of the South. “Miss Spirits of Turpentine” was se- 
lected from a bevy of charming young ladies at the sixth 
annual meeting of the American Turpentine Farmers As- 


| sociation Cooperative, held April 15 at Valdosta, Ga. She 
| represented AT-FA director, L. W. Brannan, Jr., Foley, Ala. 
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OBITUARIES 





LAWRENCE wW. OAKES | 


Lawrence W. Oakes, 42, passed 
away on June 1, 1942, at his 
home in Northford, Connecti- 
cut, after a brief illness. 





LAWRENCE W. OAKES 


Mr. Oakes joined Sargent & 
Company in May, 1925, and cov- 
ered important mid-west and 
southern territories with head- 
quarters in Kansas City, Mo. Mr. 
Oakes came to New Haven in 
May, 1939, as assistant general 
sales manager. He had a wide 
acquaintance in the hardware fra- 
ternity, was a 32nd degree Mason 
and a member of the Old Guard. 

Surviving are his widow, Char- 
lotte Clemens Oakes, two daugh- 
ters, and his mother, Mrs. Eva 
Oakes of Lawrence, Kans. 


JOHN C. W. HART 


John C. W. Hart, 62, sales 
representative for the past 16 
years for the Turner, Day and 
Woolworth Handle Co., Louis- 
ville, Ky., passed away May 20. 
Mr. Hart had covered the central 
and southern states and had a 
wide acquaintance among hard- 
ware jobbers. Prior to becoming 
associated with the company he 
was for 23 years with the Be!- 
knap Hdwe. & Mfg. Co., of 
Louisville. Surviving are two 
sisters, and a nephew J. Kirk 
Rowell, Jr., all of Louisville. 


CHARLES W. ENINGER 


Charles W. Eninger, 75 a di- 
rector and retired manager of 
the builders’ hardware depart- 
ment of the Schlatter Hdwe. Co., 
Inc., Fort Wayne, Ind., passed 
away May 20. Mr. Eninger had 





been engaged in the hardware 
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business for 41 years, the last | 
24 years of which he spent | 
with the Schlatter firm. Prior | 
to that he was associated with | 
the Pfeiffer Hdwe. Co. for 17 
years. Mr. Eninger retired from 
active business in December, 
1941 because of ill health. His 
widow and two sons, Harold and 
Robert, survive. 


FAY T. KENT 


Fay T. Kent, founder and 
president of The Fay Co., New 
York City, manufacturer of floor 
polishing and sanding machines 
passed away May 19. He was 
65 years old. Mr. Kent, a na- | 
tive of Rome, N. Y., was for- 
merly asociated with the Kent 
Co. of that city. He established 
his own branch of the manufac- 
turing business in New York in 
1924. He leaves his widow and 
two brothers, Gordon E. and 


Bert M. Kent. 





S. R. NOBLE 


S. R. Noble, hardware man 
of Chicago, Ill., passed away re- 
cently. Mr. Noble for the past 
several years had been sales 
manager of the Maurey Mfg. Co. 
During his hardware career he 
had also been associated with 
the Belknap Hdwe. & Mfg. Co., | 
the Simmons Hdwe. Co., and | 
with Montgomery Ward & Co.| 
He leaves his widow, Mrs. Caro- | 
line Noble, who resides at 1260 | 
N. Dearborn Parkway, Chicago. | 


- | 
DEATH TAKES THREE 
DEVOE MEN 


H. S. MacWhorter, a salesman 
for Devoe & Raynolds Co., Inc., 
in the city of Philadelphia, Pa., | 
passed away recently after a brief | 
illness. 

A. O. Kellogg, associated with 
the company since 1889 and man- 
ager of the firm’s Chicago whole- 
sale art department until his re- 
tirement in 1933, passed away. | 

Carl Mellquict, who joined | 
Devoe & Raynolds in 1918 as a | 
salesman in the Kansas City | 
branch, died. Two years later he 
was transferred to the Chisess! 
branch and in 1922 was promoted 
to traveling sales manager. In 
1926 he became manager of the | 
company’s St. Paul branch, which | 
position he retained until his re- | 
tirement in 1939. | 












Spring latch prevents fore- 
end from shooting loose. 












Tapered locking block 
maintains tight lockup. 















Hammerless, streamlined 
design. Correctly designed 
grip for natural, easy 
position of the hand. 


BUILT TO GIVE 
A “BAKER’S DOZEN” 


in Value 


Savage Model 220 Single 
Barrel Shotgun—for example 


















The many superior features built 
into the single barrel shotgun 
illustrated are typical of the 
unusually attractive values in 
Savage-Stevens-Fox Sporting 
Arms. “More quality for the 
money” results in greater satis- 
faction to your customers. This 
principle has always guided the 
manufacture of these products. 


















Savage Arms Corporation, Utica, N.Y. 












AND WAR - TIME 


WPB RULES ON THE DISPOSAL 
OF FROZEN REFRIGERATOR STOCKS 


New order, L-5-d, applies only to refrigerator 
stocks frozen in hands of distributors and man- 
ufacturers. Only authorized disposal permitted. 


Gov't agencies need 496,000 units in 1942-43. 


Bureau 
AGE) 


( Washington 
of HARDWARE 

WPB on May 26 established 
comprehensive regulations for the 
disposition of the approximately 
600,000 domestic mechanical re- 
frigerators now frozen in the 
hands of distr’butors and manu- 
Production of refrig- 
erators was discontinued on April 
30, and the 
hand must 
for the duration of the war. 

The new order, L-5-d, becomes 
effective June 15. 
the original freeze order, L-5-b, 
which was Feb. 14, 
The new order sets up what is 
expected to be a permanent ar- 
rangement for the withdrawal 
from frozen stocks of refrigera- 
tors required for military and es- 
sential civilian needs. 

The order does not affect the 
right of retailers to sell all of 
the electric refrigerators they had 
in stock at the time of the is- 
suance of the freeze order, in- 
cluding refrigerators which they 
had ordered and paid for prior 


facturers. 
supplies now on 


mect essential needs 


issued on 


to the issuance of the original 
order but which were not in their 
possession at the time the order 
was issued. However, only those 
kerosene _ refrigerators 
which were fully paid for by an 


gas or 


ultimate consumer and were in 
the hands of the seller at the 


It supersedes | 


time Commission or the Panama 
Canal. 

2. Upon a Certificate of Trans- 
fer issued by the WPB Director 
of Industry Operations. Such 
certificates are expected to be is- 
sued only on approval of the 
National Housing Agency (for 
war housing), the United States 
Public Health Service, the Board 
of Economic Warfare (for export 
to Latin-American countries,) 
Lend-lease, and the Procurement 
Division of the Treasury. 


ell refrigerators to the Defense 
Supplies Corp. or to any other 
RFC agency. 

The order permits repossession 
of new refrigerators for default 


in payments, but refrigerators so | 


obtained may not be resold ex- 


| cept upon a certificate from the 


| WPB or to fill an Army or Navy 


time of the original freeze order | 


after the ef- 
date of the new order. 
Restrictions on gas and kerosene 
refrigerators in the 


may be delivered 


fective 


hands of 
dealers are more severe than on 
electric refrigerators because the 
available supply is considerably 
less, 

Under the order, new domestic 
mechanical refrigerators may be 
sold, shipped or delivered, be- 
ginning June 15, only as follows: 

1. To fill contracts or purchase 
orders for the Army, Navy, Mari- 


60 


order. 

Refrigerators whose sale and 
delivery was permitted under the 
original freeze order as amended, 
and which were in transit prior 
to the effective date of this or- 
der, June 15, may be delivered. 

Government agencies have pre- 
sented to the WPB an estimate 
of the number of refrigerators 
they will need for the remainder 
of 1942 and through 1943. This 
estimate totals 496,000 units. 
With a pool of some 600,000 
units, the 1942-43 requirements 
will leave as a reserve approxi- 
mately 104,000 refrigerators 
which will be held for possible 
use after 1943. 

A statement by the WPB out- 
lining the procedure for the dis- 
tribution of refrigerators under 
the new order says that applica- 
for WPB certificates for 
new refrigerators should be made 
on Form PD-427 and filed with 
the appropriate Governmental 
agency, as follows: 

For publicly 


tions 


financed war 


housing projects, with the Na- 
tonal Housing Agency, Office of 
the Administrator, Washington, 
D. C. 

For privately 
housing projects, with the local 
Federal Housing Administration 
insuring office. 

For public health needs (hos- 


financed war | 


pitals, doctors, medical labora- 
tories, druggists, American Red 
Cross, day nurseries and other 
medical requirements), with the 
United States Public Health Ser- 
vice, Office of the Surgeon Gen- 
eral, Washington, D. C. 

For export, with the Board of 
Economic Warfare, Office of Ex- 
| port Control, Washington, D. C. 

To arrange for the distribu- 
tion of refrigerators through the 
Consumers’ Durable Goods 
Branch, the WPB Director of In- 
dustry Operations has issued a 
| supplement to the directive as- 
signing rationing powers to the 
OPA, stating that all authority 
with respect to rationing domes- 
tic mechanical refrigerators shall 
|remain in the WPB. The sup- 
| plement is entitled Supplemen- 
| tary Directive 1-I. 





Lawn Mower Producers 


In addition, manufacturers may | 


Allowed Increased Rate 
Of Production to June 30 


(Washington Bureau 
of HARDWARE AGE) 
Liberalizing Order L-67, WPB, 
on May 22 authorized manufac- 
turers of lawn mowers to produce 
until June 30 at the full rate of 
their 1941 output, provided that 
in the extra production they may 
use only fabricated iron or steel 
in their possession prior to March 
31. Previously lawn mower man- 
ufacturers were restricted to 50 
per cent of their rate of produc- 
tion in 1941. 
The amended order provided 
that a manufacturer’s use of fab- 
ricated iron or steel in the excess 


of the amount fixed in L-67 must | 


not increase his total use of iron 
and steel by more than an addi- 
tional 50 per cent. 

In the original order, the 
amount of steel to be used in 
the production of lawn mowers 
between April 1 and June 30, 
was restricted to one and one- 
half times the average monthly 
amount consumed in the 12 
months ended June 30, 1941, or 
50 per cent of the amount con- 
sumed in the three-month period 


ended June 30, 1941, whichever 
was the larger. The amendment 
doubles the permitted amount. 


| PRODUCTIGN QUOTAS 
FOR ANTI-FREEZE 


Production of anti-freeze was 
| placed on a quota basis by Or- 
der L-51, issued May 14. While 
| quotas have not yet been set, they 
| are expected to approximate 50 
| per cent of the amount of anti- 
| freeze sold by each producer in 


| 1941 





Anti-freeze manufactured for 
the Army, Navy, other govern- 
| mental agencies, Lend-Lease, or 
| for the governments of the Brit- 
|ish Empire, Belgium, China, 
| Greece, the Netherlands, Norway, 
Poland, Russia, and Yugoslavia 
|may be made in addition to 
quotas. 
| The reason for the order is 
that anti-freeze compounds are 
| made of ethyl, methyl and isopro- 
pyl alcohol and ethylene glycol, 
all critical war materials. 
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PRICE CEILING ON 
BOLTS, NUTS, SCREWS - 


Manufacturers’ prices set at Oct. lI, 
1941, levels for all except cap and set 


screws, which are 


frozen at June Il, 


1941, levels. Simplified stock list issued. 


(Washington Bureau 

of HARDWARE AGE) 
Established at Oct. 1, 1941 
levels, OPA on May 20, an- 
nounced manufacturers’ maxi- 
mum prices for bolts, nuts, 
screws and rivets, with the ex- 
ception of cap and set screws, 
whose prices were fixed at those 


prevailing on June 1, 1941.} 


Effective May 28, the prices are 


set forth in Maximum Price Reg- | 


ulation No. 147, on ferrous and 
non-ferrous bolts, nuts, screws 
and rivets. 

Prepared with the assistance 


of the industry, and with the | 


approval of the Army, Navy, 


Maritime Commission, WPB| 


Bureau of Standards and the 
Panama Canal Commission, the 
OPA issued with the regulation 
a simplified stock list of stand- 
ard sizes of bolts, nuts and other 
fastenings. The list reduced the 
number of stock sizes from 
approximately 450,000 to 250,000. 

With one exception, delivery 


charges and allowances provided | 
in the new price regulat‘on are | 


those adepted by the industry 


in its basing point system. The | 
one exception is the provision | 


allowing a manufacturer to make 
a charge for all-rail freight to 
the Pacific Coast insofar as the 
cost exceeds the amount of 
freight which, in general. would 
normally have been absorbed 
by the producer if the ship- 
ment had been made by rail and 
water. 


| Sales for export to purchas- 
|ers outside the continental 
| United States are covered by the 
| regulation, which was_ issued 
| April 25. 

| Sales of items that are packed 
for export but which are sold to 
export merchants located in the 
United States, or to the govern- 
ment or one of its agencies, such 
|as for lend-lease shipment, are 
specifically covered by the new 
| Maximum Price Regulation No. 
147. The regulation provides 
that on sales to the government. 
such as lend-lease sales, a deduc- 
tion equivalent to the customary 
|export merchants’ commission 
be made in computing the max- 
imum prices, 

The regulation orders that any 
commission, functional or other 
discount or term of payment that 
was or would have been custom- 
arily allowed by the seller be- 
tween Oct. 1 and Oct. 15, 1941, 
to other producers, distributors 
or to specific classes of pur- 
chasers shall be continued. 

Industrial fastenings made 
| from aluminum, as well as nails, 
tacks and washers made of any 
metal, are specifically excluded 
from the regulation, Price Ad- 
ministrator Leon Henderson 
pointed out. 

“Tt has been estimated that 
in excess of 100,000,000 units of 
such fastenings are employed 
daily in the production of a 
multitude of finished goods,” the 
Price Administrator said. 








SOME WIRE PRODUCTS 
MAY BE SOLD ON 
UNRATED ORDERS 


Amendments to Orders M-21 
and M-21-b to permit the sale 
of unrated orders of fence wire, 
barbed wire, poultry netting, 





| ratings are necessary for sales 


from warehouses and dealers. 
The action was taken because 
those items are constantly used 


fence posts, gates, staples and| by farmers and householders for 
corrugated roofing and siding| maintenance and repair. 


have been issued by the Direc- 


An optional change in the 


tor of Industry Operations, J. | quota basis for wire and wire 
S. Knowlson. These items are | products delivered to warehouses 


added to nails, bale ties and 
small pipe on which no priority 
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| also is contained in the amend- 


ment to M-21-b. 








have Hardware by 


Mecxinn ey 


Homes for war workers in Dallas . . . in 
Washington . . . in Pittsburgh . . . in all parts of 
the nation . . . are now being equipped with 
McKinney quality hardware. Builders every- 
where have come to realize the advantage of 
McKinney’s greater durability, adaptability, and 
ease of installation. They realize, too, the advan- 
tage of equipping houses with hardware which 
not only meets today’s stringent requirements, 
but adds the plus of authentic design and good 
engineering, developed through 75 years of 
quality hardware manufacture. Now is the time 
to talk McKinney and display McKinney . . . to 
build customers for tomorrow. 











YANKEE TOOLS | 
HAVE A WAR TO WIN 


















Winning the war is everybody’s 
number-one job. Naturally! 
**Yankee”’ Tools are moving into 
the production-lines in a steady 
stream. The demand, in fact, is 
running ahead of the supply, 

as you well know. 


But we'll keep ’em coming, to 
the limit of our ability. And, 
with a long look ahead to 
that day when war is done, 
we'll keep on advertising 
both the “‘Yankee”’ and 
**Yankee-Handyman” lines. 
We will keep the brands alive 
in the minds of mechanics 
and handymen. 





Advertising now will pave the way 
for sales when civilian supply is 
once more the order of the day. 
But first, we all have a war to win! 


YANKEE TOOLS 


make good mechanics better 
NORTH BROS. MFG. CO., PHILA., U.S.A. 


Support the orders you give your jobber with Preference 
Ratings whenever possible. 
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PRIORITIES 


‘AND WAR -TIME on DERS 


CERTAIN FIREARMS 
RELEASED FOR SALE 


WPB unfreezes stocks of small-gage 
shotguns, odd-caliber and certain .22- 
cal. rifles and other types of arms. 


Bureau 
AGE) 


( Washington 
of HARDWARE 
WPB has unfrozen inventories 
of small-gage shotguns, odd- 
caliber and certain .22-caliber 
rifles and other types of firearms 
not needed by the armed forces 
or for other essential purposes. 


| The WPB by an amendment to 


L-60 permits sale to the general 
public by dealers and whole- 
salers of these firearms, whose 
sale had been forbidden since 
Feb. 27. The amended order 


| was prepared by the Bureau of 


Governmental Requirements after 


consultation with the Army Ord- 


Department and_ the 
National Rifle Association, which 
works with the War Department 
in a pre-induction military train- 


| ing program. 


The excepted types, which re- 


| main frozen, are: 


.22-caliber Har- 


Pistols—any 


| rington and Richardson “Sports- 
| man” Model Target revolver, or 


any manufactured by Colt’s, 

Smith and Wesson, or the High 

Standard Manufacturing Co. 
Rifles—any rifle chambered for 





| Government .30/06-caliber car- 
tridge, or any of the following 
rifles of .22-caliber: Mossberg 
Model 42-B and_ Repeating 
Model 42 MB; _ Remington 
Models 513 Target and 511; 
Winchester Models 75 Target 
and G-6941-R; Stevens Model 
416-2; Savage Model 33, and 


Ranger Sears-Roebuck Target. 

Shotguns— any 12-gage; any 
16-gage automatic, and any 16- 
gage pump action repeater. 

The above types of firearms 
needed for defense plant protec- 
tion, police departments, pre-in- 
duction military training, and 
for civilians on regular duty 
guarding utilities and other facil- 
ities, may be sold by jobbers, 
dealers and wholesalers: 

1. On a specific order of the 
Director of Industry Operations. 

2. For Federal, state or local 
government use, 

3. For lend-lease purposes, 

4. On an order on hand as of 
May 26, to which a preference 
rating of A-1-j or higher has been 
applied for, or 

5. To the 


Corporation. 


Defense Supplies 


Deaton Given Collen 
in Figuring Inventory 
Under Order L-63 


The method of computing in- 
ventories permissible under Sup- 
pliers’ Inventory Limitation Or- 
der L-63 has been altered to al- 
low suppliers affected by the or- 
der to base their calculations on 
their sales during the preceding 
quarter, rather than on the sec- 
ond preceding month. 

Amendment No. 3 to the sup- 
pliers’ order, announced by the 
Director of Industry Operations, 
effects this change, which is op- 
tional. A dealer located in the 
Eastern or Central War-Time 





Zones may now carry stocks of 
the nineteen controlled categories 
of merchandise in an amount 
equal to two-thirds of the dollar 
value of such goods sold by him 
during the three preceding 
months. Dealers in other time 
zones may maintain inventories 
equalling the dollar value of sales 
during the full period of the 
previous quarter. 

The longer base period is ex- 
pected to simplify accounting 
procedure, and to provide a more 
practicable and steady figure. 
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All Safety Razor Sales 
Except Retail Banned 


(Washington Bureau 
of HARDWARE AGE) 


The War Production Board 
has frozen the sale and delivery 
of all safety razors in the hands 
of manufacturers and jobbers ex- 
cept safety razors in transit and 
those intended for the Army and 
the Navy. Retailers’ stocks are not 
affected. The order, L-72-a, be- 
came effective Saturday, May 23, 
at 2.01 a.m., Eastern War Time. 
The purpose of the order is to 
make present stocks of safety 
razors available for the armed 
forces. Pending the production 
of a substitute type safety razor, 
the Army will require 700,000 
razors a month during the next 
two months. 

Exceptions to the freeze order 
are: 

1. Safety razors in transit at 
the time the order took effect can 
be delivered to their immediate 





destination. Thus safety razors 





| 
| 
| 


| 


in transit from a jobber to a re- | 


tailer may be delivered to the 


| 


dealer and sold without restric- | 


tion, since the retailer is not af- 
fected by the order. On the other 
hand, safety razors in transit 
from a manufacturer to a jobber 
may be delivered to the jobber 
and then frozen. 

2. Safety razors may be sold 
and delivered to the Army and 
Navy for free distribution to men 
in the services. They may not be 
sold or delivered to the Army 


and Navy for re-sale, whether at | 


post exchanges or other retail 
outlets. 

3. Jobbers may sell or deliver 
safety razors to other jobbers or 
to manufacturers. This is to per- 
mit a jobber to dispose of his 
stock if he wishes to. Safety 


razors thus transferred are, of 
course, frozen at the point of 
transfer. 








FAINSOD NAMED CHIEF 

OPA RETAIL DIVISION 

Appointment of Merle Fain- 
sod as chief of the Retail Trade 
and Services Division of the Of- 
fice of Price Administration has 
been announced by Leon Hen- 
derson, Administrator. Named 
as head of the Trade Relations 
Branch in the new division was 
Hector Lazo. 

The new division will work in 
close conjunction with the local 
boards in administering the de- 


tails of the price control pro- 
gram. The Trade _ Relations 
Branch will be responsible, 


among other things, for instruct- 
ing the nation’s retailers in the 
specific requirements and _pro- 
cedures of the program and will 
confer and consult with retailers 
and representatives of retail 
trade associations. 

Mr. Fainsod has been serving 
as Price Executive of the Con- 
sumers Durable Goods Section. 
He joined the OPA organization 
in July, 1941. A member of the 
President’s Committee on Ad- 
ministrative Management in 1936, 
he served as consultant to the 
Temporary National Economic 
Committee in 1940. He is on 
leave of absence from Harvard 
University, where he is Assistant 
Professor of Government. 

Mr. Lazo, of Washington, is on 
leave of absence from his posi- 
tion as President of the Cooper- 
ative Food Distributors of Amer- 
ica. Formerly commercial ad- 
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| 
| 





viser to the Governor of Puerto | 
| Rico, he served as assistant chair- | 


man of the 


Authority of NRA. 


USE OF COPPER 
RESTRICTED IN 
SUMP PUMPS 


(Washington 


of HARDWARE AGE) 


Simplification of electric cel- 
lar drainers in order to save con- 
siderable amounts of copper and 
copper base alloy has been or- | 
dered by the WPB, effective June | 


16. Cellar drainers, also known | 


| in the trade as sump pumps, are | 








devices for the collection and | 
elimination of excess water from | 
cellars, mines, and other indus- | 
trial establishments. The simpli- | 
fication practices, embodied ag 
Schedule 10 to Limitation Order 
L-42, prohibit the use of copper | 
and copper base alloy in certain = 
parts of the units. 

Delivery of any pumps or | 
drainers in stock in finished form | | 
on June 16, or those which had | 
been so processed that manufac- 
ture in conformity with sl 
Schedule would be impractical, 
is permitted. 

Restrictions do not apply to 
the use of brass, copper, or cop- 
per base alloy in pumps or drain- 
ers being produced for the 
Army, Navy, Maritime Commis- 
sion or Coast Guard where the 
use of these materials is required 
by the specifications. 





| 
| 
Bureau 


Food and Grocery | 








Put this out for 
U-Belt Business 


INSTEAD of having to say “No” to 
the next customer who asks if you 
handle V-Belts, order a Gilmer “Eye- 
Ful” Tower Belt Assortment and place 
it in a conspicuous spot in your store. 


Then watch the Tower answer, “Yes, 
I can fix you up with the right belt 
for any of 887 makes and models of 
electric refrigerators, oil burners, 
washing machines, home workshop 
machine tools, or what-have-you. What 
is your particular requirement?” 











You can’t tell when that next 
belt customer may show up, so 
get ready for him now... order 
the “Eye-Ful’’ Tower at once! 





TOWER COSTS... $225! 


YOUR pron... 915°! 


L. H. GILMER COMPANY, tacony, prita., pa. 





Send me complete Gilmer “Eye-Ful” Tower as follows: 

1. 35 assorted V-Belts for h hold appliances. 

2. Gilmer Handimeter (patented) for quick measuring of belts. 
3. Display Stand, Sign, and Inventory Form. 

4. Useful Gilmer Catalog—"America’s Belt Bible.” 





Bill me $22.51 through your nearest jobber. 


j Name_____ 
7 





Address__ 





~te 





ee 
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Build Business 
and Profits 


WITH 


SIMONDS 


Crescent Gro 


CROSS-CUT 
_ SAWS 


100% Simonds quality-control . . . 
_ from melting steel to finish grinding 
. .. dictates a guarantee to your cus- 
tomers that Simonds Crescent Ground 
Crosscuts will cut more timber with 
less elbow-grease, and stay sharp 
longer, than any other saw. This is the 
quality looked for by every logger, 
contractor and farmer. Give it to them 
with Simonds Saws... and sell them, 
too, Simonds special Red Tang Cross- 
cut Saw Files... a profitable accessory 
line. Your customers will keep com- 
ing back for plenty more of both. 


SIMONDS SAW AND STEEL COMPANY 
FITCHBURG, MASS. 









\W THE PROFIT-BUILDING 


LINE OF QUALITY CUTTING TOOLS... 


* HACKSAWS «© SOLID TOOTH CIRCULAR SAWS | 
BITS © SHANKS 


cul AWS « FILE 





OPA Says Standardized Stirrup 
Pump Will Cost Less Than $5.00 


(Washington Bureau 
of HARDWARE AGE) 


The maximum retail price for 
stirrup pumps that are to be 


made according to specifications | 
drawn by the War Production | 


Board for the Office of Civilian 


Defense probably will be below | 
$5 as compared with considerably | 


higher prices for other models 
now on the market, Price Ad- 
ministrator Leon Henderson has 
said, 

In announcing 
ceiling action, Mr. 


contemplated 


pointed out that effective con- 


trol of fires started by incendiary | 
bombs might be largely depen- | 


dent upon putting serviceable 
pumps within a price range that 
would make them available to 
persons of limited means. 


The administrator said that 


OPA has a staff of industrial and | 
price experts at work on draft- | 


ing a regulation which will set a 
ceiling for the 2,258,000 pumps 
of a standard design which are 
to be manufactured for distribu- 
t'on in areas where there is pos- 


Henderson | 


sibility of fires from incendiary 
bombs. 

WPB has agreed to allocate 
the materials necessary in their 
construction except rubber for 
the hose. It gave its assent only 
| after several changes had been 
made in the specifications as ori- 
ginally drawn. A satisfactory 
substitute for rubber hose, made 
of plastics, to be used in connec- 
tion with the stirrup pump has 
been developed, it was announced 
by OCD. 

Specifications for the pump, 
which is to be hand operated, 
were sent by OCD to more than 
300 manufacturers capable of 
producing it. A number already 
have indicated their willingness 
to begin manufacture. 

In appearance, the pump will 
be a good deal like an auto tire 
pump. An intake tube is sus- 
| pended in the water supply, and 
the outlet hose which is trained 
on the flame is equipped with a 
ltrigger that instantaneously 
changes the jet from a fine spray 
| for use on incendiary bombs to 
la heavy stream for livelier fires. 





Advertising Allowances Exempted 
From Maximam Price Regulation 


Advertising allowances granted 
by a manufacturer for promo- 
tional services to a distributor or 
a retail outlet are not covered by 
the General Maximum Price 
Regulation, Price Administrator 
Leon Henderson advises. 

In an interpretation of the 
Regulation, OPA states, “Adver- 
tising allowances granted by a 
seller for promotional services 
rendered by a buyer are not 
‘frozen’ by the General Maximum 
Price Regulation and are not to 
be considered as an element in 
the price at which goods were 
during March” (the 
base period under the universal 


delivered 


price ceiling.) 

“The seller is, therefore, not re- 
quired to continue to grant the 
advertising allowances customar- 
ily granted by him to different 
purchasers or classes of pur- 
chasers. 

“If, however, allowances, even 


though designated as ‘advertis- 


| ing allowances, actually consti- 
| tuted a reduction in the price of 
| merchandise and were granted by 
the seller without regard to pro- 
motional services to be rendered 
by the buyer, (the distributor or 
retail outlet) the seller is re- 
| quired to treat such allowances 
in the same way as his custo 
mary allowances, discounts and 
price differentials prevailing in 
March.” 

Under the price regulation, a 
seller may not “change his cus- 
tomary allowances, discounts or 
other price differentials unless 
such change results in a lower 
price.” 

Advertising allowances consti- 
tute such practices as paying by 
a manufacturer, in whole or in 
part, the cost of a retailer’s or 
distributor’s promotional or dis- 
play advertising, the cost of 
demonstrators or offering prem- 
| iums to retailers and salesmen to 
| push sales of new or slow mov- 
| ing commodities. 
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Nelson Clears Situation 


On Jobber-Dealer 
Inventory Restriction 




















































































Collapsible Latex “Decoys . 
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5.00 To clarify the situation which hands of the public and there — Made from Pure Latex, 
. has arisen as a result of WPB's was no intent of issuing this or-| jagates 

diary consideration of proposals to limit | der in that form. We believe that | Through bou g ht and processed 

inventories of wholesale and re-| wholesalers and retailers should | Beak— 

locate tail dealers, WPB Chairman | have reasonable opportunity to Pooiproot before the rubber shortage. 
their Donald M. Nelson has sent the | bring their inventories into line Limited Quantity Still Available 

r for following letter to Lew Hahn, | without serious disorder. Before 

: only General Manager and Treasurer, | any official action is taken, repre- NO MORE 
been National Retail Drygoods Asso- | sentatives of retailers and whole- op Pon Mg 

iS ori- ciation, and to Dr. David R.| salers will be called into consul- When These are Gone! 

ictory Craig, President, American Retail | tation. | 

made Federation: “Retailers and wholesalers | 

nnec- “The War Production Board | should avoid making panic deci- | 

9 has regrets the confusion in the re-| sions in an effort to anticipate | 

inced tail trade resulting from, an un-| a regulation which will not be | 

authorized publication of a con-| issued for a number of weeks 

ump, fidential first draft of a proposal | and will not become operative for 

rated, to limit inventories of retail and | several months thereafter. They 

than wholesale establishments. should conduct their businesses Weight . . . 4 oz. 

e of “It was recognized that the|in a manner which will bring Carry in pockets... 

ready first draft of the proposed plan, | their inventories to reasonable a 

gness which was merely the prelimi- | working minimums in accordance dean ‘ona gage“ DeanCOYS met a wide- 

- — _—e of a i with a ee No. ; | complicated valves. spread, popular demand last 

: ie tr ea a ne s “es > penis Pod ye! posal ae 1 wiih Sothte iictiits season, when introduced. 
ae. any firms and undu y " isturD | the possib1 re ss \ oing a m an | 4 v Anticipating 1942 needs, we 
: the normal flow of goods into the | orderly business-like fashion. oo + Never need re 

, and paint... bought and processed a sup- 

rined : cb ae oe ply of pure latex, from which 

ith a | BeanQays... 9 tbe. our present stock is now pro- 

pusly | Sack of 12 old style duced. p F 

‘citi MAXIMUM PRICES ON tween the prices of the other| decoys, about 27 Ibs. When this stock is gone, 

‘ REFRIGERATORS SET} zones. | no more DeanCOYS will be 
— FOR WEST COAST The prices specifically listed in available until the war emer- 


(Washington Bureau the amendment inelude delivery, 
of HARDWARE AGE) installation, servicing and a five 
year warranty by the seller. Ex- 
cept as indicated in the case of 
certain 1941 models, all prices 
include the federal excise tax but 
do not include state or local 


gency ends. You can get a 
stock by ordering NOW. 


New, Improved 1942 Design 
Genuine DeanCOYS (not to be con- 
fused with ordinary inflated decoys) 
overcome all disadvantages of old 


Maximum retail prices for new 
i household refrigerators are listed 
ion in dollars and cents figures for 
Zone 4A, an area including the 





ee states of California, Washington, Senin ——— pce sg ay b= Sig 

e 0 s. 

d by pt omag and oe In| “Zone 4A comprises Pacific Users say they attract more game 
4 mendment No. 2 to Maximum | (141 areas se by the indivi- than live decoys. Never any water- 

pro Pp : ast areas set up by indi 

ered rice Regulation No. 110 (Resale dual manufacturers. Each manu- logging. No repainting; colors are 

of Household Mechanical Re- facturer’s sone differs slightly ingrained. DeanCOYS last for years, 
<iag frigerators) issued by Price Ad- in in a gern with proper care. 
re- put in general they include the 


ministrator Leon Henderson. dines titan tie 
moos The regulation established | 


* Get Your Share of 
Fast Selling DeanCOYS 











peor a retail prices for four SS | Circumstances bring you this QUICK 

gre zones but since its issuance three BRASS SCREWS MAY PROFIT opportunity — one that is 
of the manufacturers have been NOT BE USED FOR | rarely available. You can’t OVER- 
found to have previously included STOCK because DeanCOYS store 

=, © the Pacific Coast area in a sep- SAW HANDLES well—but we reserve the right to 

dl arate zone, known to the trade! Use of brass screws or other ration orders equitably, in various 

7 ised as Zone 4A. The amendment, ef- | copper products to attach handles sections of the country. Advise us 

iless fective June 2, 1942, fixes the| to blades of saws has been de- og large a stock you would like 

sti prices for the models manufac- | clared illegal in an interpretation  dhagyionss 

sai tured by the Edison General of Order M-9-c issued by the Di- ee ee ST 
Electric Appliance Company,| rector of Zndustry Operations. 4 hens. Retail at $15 a dozen. 

3 by Inc., General Electric Company | The order as amended May 7 WE RECOMMEND THAT YOU 

ows and Westinghouse. | provides that copper products ORDER IMMEDIATELY 
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rom: 1-15, 1941. Differentials  be- | ticable. Steel screws, states WPB, 4 i 

dian tween Zone 4 and Zone 4A prices | use of which is not prohibited, North Kansas City Mo, 
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CUTLERY MANUFACTURE LIMITED: 
SOME ITEMS CUT OFF ENTIRELY 


Order L-140 sets three classes for which sharply reduced produc- 


tion quotas are put in effect by curtailment of alloy iron or alloy 


steel. 


A fourth class—domestic carving sets, pen knives, boys’ 


pocket knives, and manicure implements must end June 30. 


Bureau 
AGE) 


(Washington 
of HARDWARE 
Issued on June 1, WPB’s Gen- | 
eral Limitation Order L-140) 
sharply restricts the manufac- | 
ture of tableware, pocket knives, | 
scissors and other cutlery. These | 
articles are divided into four | 
classes, three of which may be | 
produced on a limited basis. 
Production of the fourth class | 
is prohibited. The restrictions | 
do not apply to sterling silver | 
flatware. The use of alloy iron! 
or alloy steel in any of the ar- 
ticles covered by the order is 
prohibited. 


“The only metals that may be | 
used are unalloyed iron or steel, 
gold and silver,” WPB said. 

Restrictions by classes, effec- | 
tive June 1, are as follows: 

Class 1. This class consists of | 
industrial food processing ma- | 
chinery—that is, knives, forks, | 
spoons, saws, cleavers and other | 
hand-operated cutlery used in | 
packing, canning, dehydrating | 
and other food plants. In the | 
manufacture of these items as | 
much iron and steel may be used | 
quarterly, beginning June 1, as | 
the aggregate weight of metals | 
used quarterly during the year | 








Another step toward strict al- | 
location of scarce materials and | 
imptoved control . of inventories | 
was taken in an announcement | 
by J. S. Knowlson, Director of 
Industry Operations, that all but 
a few classes of companies re- 
quiring more than five thousand 
dollars worth of metal for the 
third calendar quarter of 1942 
must apply for priority assistance 
under the Production Require- 
ments Plan before July 1. 

More than 10,000 companies, 
including most of those handling 
large war contracts, will be re- 
quired to operate under Produc- 
tion Requirements Plan by the 
terms of a revision of Priorities 
Regulation No. 3 which will be 
issued within a few days. About 
7,000 companies are now using 
the plan. 

Preference ratings are assigned 
under the Production Require- 
ments Plan only for specified 
quantities of materials to be ob- 
tained during a calendar quarter. 
Major metal plants af- 
fected by the revised regulation 
will not be permitted to use any 
preference rating except ratings 
assigned to them by Production 
Requirements Plan during the 
third quarter of 1942. During 
that quarter they will not be al- 
lowed to accept delivery of any 
scarce metal in excess of a quota 
established for them under the 


y 
using 


Companies Requiring $5,000 Worth 
of Metals Must Come Under PRP 





plan. 
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It is anticipated that only the 
following classes of companies 
which wiH- wse-more than five 
thousand dollars worth of metal 
in the third quarter will continue 
under existing procedures instead 
of under the Production Require- 
ments Plan: Producers engaged 
in primary production of basic 
metals; distributors; wholesalers; 
builders; companies engaged in 
transportation; utilities, includ- 
ing light, heat, water and gas 
companies; mining companies 
and petroleum enterprises; com- 
munications, including telephone 
and telegraph; companies en- 
gaged in sewage and drainage 
operations. 

All large metal users have re- 
cently been required to report 
their use of metal to the War 
Production Board on Form PD- 
275. Those affected by the re- 
vision of Priorities Regulation 
No. 3 may use exactly the same 
information in filling out Pro- 
duction Requirements Plan ap- 
plication Form PD-25A, adding 
the other information called for. 





As a result of this step, the 





|RITIES 


ending June 20, 1941, in the man- 


| ufacture of these same articles. 


Class II. This class includes 
cutlery used in homes, butcher 
shops, hotels and other commer- 
cial establishments in the prep- 
aration of foods. It also in- 
cludes commercial pocket knives, 
trimmers and shears. The quar- 


terly use of iron and steel in | 


the manufacture of articles in 
Class II must not exceed 60 per 
cent of the weight of metals used 
quarterly in the manufacture of 
these same items during the year 
ended June 30, 1941. 

Class HUI. This class includes 


cutlery used in serving and eat- 
ing food, and ordinary cutting 
scissors. Carving sets are not 
included in this group. The 
quarterly use of iron and steel 
in the manufacture of articles 
in Class III is restricted to 35 
per cent of the weight of metals 
used quarterly in the production 
of these same articles during the 
year ended June 30, 1941. 

Class IV. This is the class 


| termed “unessential” cutlery by 


| WPB. 


It includes domestic carv- 


| ing sets, pen knives, boys’ pocket 





knives, and manicure imple- 
ments. These articles may be 
produced through June 30, at the 
same rate of production as dur- 
ing the year ended June 30, 
1941. After June 30, no metal 
other than gold or silver may be 
used in these articles. 

It is estimated that the order 
will save annually on cutlery 
items about 6,000 tons of iron 
and steel, including 2,000 tons 
of stainless steel, 600 tons of 
copper alloy and small amounts 


of nickel, chrome, aluminum, 
antimonial lead, rubber and 
plastics. 








War Production Board will be 
able to determine in advance of 
each quarter the total quantities 
of material required by industry 
It will also obtain information as 
to available inventories in the 
hands of each manufacturer. 
With this information at hand, 
demand can be brought into ap- 
proximate equality with supply, 
and the available supply will 





then be distributed in accordance 
with the established quotas. 

While preference ratings will 
be assigned under the Produc- 
tion Requirements Plan, the War 
Board will assign 
ratings only to delivery of the 
amount of material which it is 
estimated will be available dur- 
ing the quarter. 


Production 





OPA Asks Sellers of Screen Cloth 
Not to Advance Prices Until July 15 


Bureau 
AGE) 


( Washington 
of HARDWARE 

Price Administrator Leon Hen- 
derson on May 29 asked all sell- 
ers of screen cloth whose sales 
are governed by Revised Price 
Schedule No. 49 to refrain from 
increasing their prices until July 
15, even though an increase in 
the mill prices of steel screen 
cloth was grantel April 27 under 
Amendment No. 4 to Revised 
Price Schedule No. 6. 

The Price Administrator pointed 
out that sales governed by Re- 
vised Price Schedule No. 49 are 
not affected by the General 





WAR-TIME ORDERS 





Maximum Price Regulations. 

“However, the retail sales of 
limited quantities exempted from 
Schedule No. 49 are covered by 
the General Maximum Price 
Regulation,” he added. “Although 
the maximum prices for such 
sales are not affected by the re- 
cent rise in mill and jobber ceil- 
ings, it has been indicated that 
the possible increase in cost is 
small enough to be readily ab- 
sorbed at the retail levels.” 

The date July 15 was selected 
as a probable date for the near- 
exhaustion of present inventories 
in the hands of jobbers. Mr. 
Henderson expressed belief that 
if jobbers maintain the old price 
level until that date, even as to 
shipments received at current 
mill prices, a fair average price 
level for jobber’s sales of screen 
cloth will be achieved. 
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National Advertising 
NO INVESTMENT NEEDED! 


COUNTRY GENTLEMAN 
POPULAR SCIENCE 
POPULAR MECHANICS 
SUCCESSFUL FARMING 
HOME CRAFTSMAN 
INDUSTRIAL ARTS 














INCREASE STORE TRAFFIC, sell more STAR Hack Saw Blades and ALREADY, alert hardware dealers have 
Frames, build sales of other merchandise too—by putting the STAR moved out more than twenty thousand of 
“Metal Cutting Merchandiser” on your counters now. This fast- these books. Now, with four more months 
working display carries twelve copies of the famous STAR shop to go, national advertising for the booklet 
handbook, ‘Metal Cutting”. You get it free—sell the book at 5c each! is being more than doubled! 







THIS CAMPAIGN BRINGS war workers, 
machinists, farmers, and home-workshop 


enthusiasts into your store. You can sell every 


INCORPORATED 
one a book at 5c—get a chance to show and id Wee . 


sell other merchandise—and the book itself MIDDLETOWN 
brings em back for more . . . you’re bound in 2, ee 0 oe. 


to profit. WRITE NOW, or ask your jobber to order 
as many free "Metal Cutting Merchan- 
disers” as you need. You can’t lose! 
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RESTRICTIONS ON PLUMBING; 


HEATING SALES EASED 


Amendment to L-79 applies restrictions only on sales to ulti- 
mate consumers. Plumbing-heating equipment redefined to ex- 
clude stove pipe and fittings, soil pipe, black and galvanized 
pipe fittings, valves, etc. Also coal, oil, or wood cooking stoves. 


(Washington Bureau 
of HARDWARE AGE) 

The sale householders of 
cooking and heating stoves and 
water heaters where 
equipment for these purposes is 


to 


no 


other | 


available is an outstanding effect | 


of an amendment to Limitation 
Order L-79, announced on May 
23 by WPB. The order also 
facilities the conversion of 
and gas burning equipment to 
the use of coal by permitting 
the sale and delivery of any 
equipment —as for _ instance, 
grates—needed convert such 
burners to the use of coal. 

The revised order permits the 
shipment until June 30 of equip- 
ment for bona fide contractual 
orders which had been received 
no later than April 16, the date 
of issuance of the original L-79 
regulations. Another exemption 
from the previous provisions per- 
mits delivery of plumbing and 
heating equipment until July 31, 
for completion of projects started 
after July 31, 1941, and through 
April 9, 1942, if the purchaser 


oil 


to 


certifies the necessity of such 
equipment. (April 9 was the 
date of issuance of L-41, the 


Construction Limitation Order.) 

Hot water heaters, radiators, 
and other types of equipment 
which use electricity are ex- 
cluded from the terms of the 
amended order. Thus, the ban 
contained in the original order. 
on sale of many types of equip- 
ment connected to both 
and electric systems is removed. 

In addition the 
emptions from the general pro- 
hibition on sale or delivery of 
any metal plumbing or heating 
equipment to an ultimate con- 
sumer, the following provisions 
are included in the amended 
order. 

Sale or delivery of any items 
costing no more than $5 is per- 
mitted, provided it is part of an 
order totalling no more than $10. 

Sale and delivery of any equip- 
ment on an A-10 or better pref- 
erence rating is permitted. 


water 


to above 


Sale and delivery of any 
equipment specifically des'gned 
for hospitals, or for surgical, 


dental, veterinary, barber shop, 
or beauty shop use is permitted. 


Any person may sell and de- | 


liver any equipment if the pur- 





chaser certifies that the equip-| liver any equipment on the spe- 
ment is needed to complete a_| cific authorization of the Direc- 


project specifically authorized| tor of Industry Operations on 
by the Director of Industry | Form PD-423. 

Operations in accordance with | The restrictions of the 
the Construction Limitation} amended order apply only to 


Order, L-41. | the following types of equip- 
Sale and delivery of any cook- | ment: 

ing or heating stove or water Metal plumbing equipment 

heater is permitted if the pur-| (any of the following items 
chaser certifies that such equip-| composed of at least 50 per cent 
ment is needed for use in his} metal)—bath tubs, closet hop- 
place of residence, and _ that pers; closet tanks; grease inter- 
there is not available to him any| ceptors; laundry trays; _lava- 
other equipment which could be | tories; shower receptors; shower 
| stalls: sinks; sink and laundry 


used instead. 
combinations; urinals; 


Use of Iron and Steel Cut 
In Plumbing Fixtures 


Bureau 
AGE) 


( Washington 


Sinks (except sc ), sink 
of HARDWARE 4 ept scullery), sink 


and laundry tray combinations, 
foot baths, drinking fountains, 
wash fountains, water closet 
bowls, frost closets or hoppers, 
and tanks for water closets or 
urinals (other than pressure 
tanks for frost proof closets.) 
Accurate estimates of existing 


WPB estimates that an annual 
saving of 46,000 tons of iron and 
7200 tons of steel will result 
from its schedule 12 to Limita- 
tion Order L-42 which prohibits 
after June 20 the use of metals 
other than joining hardware, 
coating, or reenforcing mesh in 
a list of plumbing fixtures com- 
mon in the home and commercial 
establishments. The schedule 
was announced May 28. sential ones on hand, or enough 

Except for hardware, etc., the | to satisfy the necessary require- 
schedule bars the use of metal | _ : 
in the manufacture of plumbing | 
fixtures, but permits iron and | 
steel to be used in the following 
specified cases: 

In show receptors, 15 Ib. 

In shower stall and receptor | 
combinations, 25 Ib. 

In plaster interceptors, 5 |b. without priority ratings by home 

In grease interceptors, 5 |b. | owners who are converting their 

In septic tanks, the minimum | heating plants from oil to coal, 
required for reenforcement and | OPA’s Consumers Division has 
| announced. Home owners in the 
Atlantic Coast states, and in 
Washington and Oregon, were 
warned earlier this spring by the 


it is believed that there are at 
least 250,000 of each of the es- 





Grates for furnaces, boilers 


connections. 

The production of the follow- 
ing plumbing fixtures will be 
halted: 





} 


| plumbing fixture 





fittings and 


| trim; water heating equipment 


| as 


of these types; direct-fired water 
heaters using coal, oil, or gas 
a fuel, indirect-type water 


| heaters, hot water storage tanks, 








| plumbing fixture 


and range boilers; and cooking 
and baking equipment of types 
used in or connected to gas or 
steam systems. 

Metal heating equipment 
(any of the following items com- 
posed of at least 50 per cent 
metal)—-steam and hot water 
heating boilers using oil 
coal as fuel; cast iron heating 
radiators other than electric 
steam radiators, including (but 
not limited to) cast iron tubular 
radiators and cast iron convec- 
tors; hot water circulator pumps. 
vacuum pumps and condensa- 
tion pumps; warm air furnaces 
which use coal or oil as fuel; 
heating stoves and space heaters 
which use coal, oil or gas as 
fuel, except gas-fired floor fur- 
and metal 


or 


naces; oil burners; 


fuel oil tanks. 


ments for a considerable period 
of time. Additional needs will be 
taken care of by non-metallic and 
vitreous china fixtures, some of 
which are already being pro- 
duced. Producers may deliver any 
in stock on 
June 20, and final fabrication 
prior to Aug. 5 of materials 
which are put in process prior to 
June 20 is permitted by the 
schedule. 

Records covering such ex- 


| cepted fixtures must be kept by 


| producers. The restrictions of the 


inventories of these fixtures are | 


not available, but WPB said that 


schedule do not apply to fixtures 
which are produced for chemical 


| plants, research laboratories, hos- 


Grates for Heating Units May Be Sold 
To Home Owners Without Ratings 


and stoves can now be obtained | 





pitals, and combat vessels where 
use of other materials is imprac- 
ticable. 


Consumer Division to shift from 
oil to coal wherever possible. The 
warning, it was said, was dis- 


asegarded «by some householders 


because grates were hard to ob- 
tain due to the need for priority 
rating. A new WPB order per- 
mits the purchase of grates with- 
out a priority rating. Before the 
order was issued, the purchase of 
grates valued at more than $5 
retail required a rating of A-10 
or better. Now that no priority 
ratings are needed to obtain 
grates, the Consumer Division 
again advises home owners in 
the designated areas to shift from 
oil to wood, coke, or coal. 
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gas as Keep Customers... 
or fur- Show customers how they can 
metal repair present equipment with 
h tape when you can't sell them 
—= : the new things they need. 
period RA «} First to be Wrapped and Sealed 
will be in Cellophane 
lic and : 
cag sf Perfect Adhesiveness and Tensile 
, pro- Strength 
oo > Strong Distinctive Green Core 
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ication > Colorful Attractive Boxes 
terials 
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ept by HAZARD INSULATED WIRE WORKS Six-burner top with interchangeable griddle. Safety 
of the DIVISION OF THE OKONITE COMPANY oven pilot that can’t blow out. 
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; is not in use. The handy remova- 
ZY ble key can be put safely out of 

ZY" reach of children. Burners can’t be 
} Wy 
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fuel economy. 
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Drop forged tools—Price 
list, No. 127 (jobbers’ wholesale net), 
on Barcalo drop forged tools, was issued 
recently by Barcalo Mfg. Co., Buffalo, 
N. Y. It lists only those tools “essen- 
tial to the war program,” all others 
having been discontinued for the dura- 
tion. 

+. * * 

Industrial portable lamps— 
Portable lamps controlled by Limitation 
Order L-33 were redefined by W.P.B. 

specifying a list of essential parts in 
which iron and steel and any other 
metal may be used in the manufacture 
of portable lamps, illuminated either by 
incandescent or by fluorescent bulbs or 
tubes. W.P.B. excluded from the limi- 
tation order industrial lamps used in 
conjunction with industrial machines, 
tools, assembly benches, and _ similar 
factory equipment, also any overhead 
suspended fixtures, either portable or 
non-portable. 

* * * 

Screen cloth prices—Jobbers 
of screen cloth governed by revised 
price schedule No. 49 have been asked 
by O.P.A. to refrain from increasing 
prices until July 15, even though an 
increase in the mill prices of steel screen 
cloth was granted April 21. July 15 
has been selected as the probable date 
for the near-exhaustion of present in- 
ventories. 

* « a 

W.P.B. mica control — The 
War Production Board has assumed 
strict control of the use of strategic 
mica, even in products for the Army 
and Navy. Effective June 
mica may be used in any product for 


1, no such 


the Army and Navy which is not an 
implement of war, and none may be 
used in any product whatever after 
July 1, except by specific authorization 
of W.P.B. No strategic mica has been 
permitted in civilian products, except 
with the consent of W.P.B., since 
March 6, so this new amendment does 
not further affect civilian use. 


70 


As to container deposits— 
O.P.A. has ruled that deposits on oil 
drums, carboys, kegs, barrels, milk bot- 
tles and other containers which the cus- 
tomer returns for re-use may be inau- 
gurated or increased without violating 
the general maximum price regulation. 
To reduce breakage and waste, and to 








Declines 


Linseed Oil. Turpentine. 








insure the return of containers, some 
shippers have recently increased the 
amount of the deposit which they re- 
quire of their customers. O.P.A. states, 
as to these cases: “We have ruled that 
a deposit to insure the return of the 
container for re-use is not an increase 
in the selling price of the contents, as 


if 
ly 
su =. ua 


long as the customer can get his money 
back at any time by returning the con- 
tainer.” 

a a 7. 

Fishing tackle extended—By 
amendment to Limitation Order L-92, 
effective June 1, W.P.B. has relaxed 
provisions of the original order cut- 
ting off production of fishing tackle on 
May 31, when the use of critical mate- 
rials was involved. The amendment 
permits production to June 30, provided 
the critical materials needed for such 
tackle were in the manufacturer’s pos- 
session in fabricated form on or before 
April 23. Use of iron and steel in gen- 
eral is limited to 75 per cent of tackle 
of manufacturer’s average monthly use 
of. these metals in 1941. 


* ® * 


Mechanical rubber goods— 
Ceiling prices for manufacturers of 
standard mechanical rubber goods items 
are contained in O.P.A. maximum price 
regulation No. 149, May 26. The order 
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States comprising regions in these charts: 
New England—(Conn., Maine, Mass., N. H., R. L, Vt.) 
) 


Middle Atlantic—(N. J., N. Y., Pa 


East North Central—(Ill., Ind., Mich., Ohio, Wis.) 


West North Central—(lIowa, Kan., 


Minn., Mo., Neb., N. D., S. D.) 


South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas.) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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includes a quick method for arriving at 
price maximums on the specially de- 
signed, or “tailor-made” items. Its main 
purpose, however, is to establish ceil- 
ings on most standard mechanical rub- 
ber goods (used largely in connection 
with machinery) at a level paralleling 
that previously set for other machine 
parts not made of rubber. These stand- 
ard items may not be sold at prices 
higher than the manufacturer’s list 
price, less all discounts, as of Oct. 1, 
1941. 








Latest News on 
PRIORITIES 


and 


WAR-TIME ORDERS | INTERNATIONAL TRUCKS IN “TORTURE TEST” 
“CAN “TAKE IT’—AND SO CAN @&S GLoves: 


Drive a 214-ton truck at slow speed over 
19-inch diagonal concrete depressions—and 
see what happens to its backbone! That’s 
how “test trucks” prove their stamina on 
the “‘twist course”’ (above) at the Inter- 
national Harvester Truck Proving Grounds, 
Fort Wayne, Ind., before going into regular 
production. Cabs and sheet metal parts must 
withstand these terrific twists and turns. 














Price ceiling on bags—aAll 
types of new bags for grain, etc., made 



































from cotton and burlap fabrics were 
placed under specialized ceiling prices, 
May 25, by O.P.A. order No. 151, de- 
signed to make these available for pack- 
aging the nation’s grain harvest. In 
general, the regulation specifies that 
the ceiling price delivered to any point 
of delivery shall be the replacement 
HEAVIER LOADS, LONGER HAULS are the 
order of the day. Protection of hand-power isessen- 
tial! Like truck drivers and freight handlers the 
country over, M. W. Pooley (left) wears a pair 
of Boss Gloves for protection and long service. 


cost of the textile material from which 
such new bags are made on the date 
of sale, plus the manufacturer’s high- 
est March, 1942, fabricating margin. 
* * . 
W.P.B. curbs horsehide uses : 
—Control of horsehide fronts which can HANDS THAT CONTROL the na- 


tion’s transportation loads need strong, 
dependable gloves—such as Boss 
“American Clipper” 6851 (right) with 


* 


be made into leather suitable for gloves, 
leather jackets, windbreakers, and other 
military garments, has been taken over ee 
by the War Production Board in Order Later path ak sateen bye 
'Yy : . : Thumb for comfortable, natural grip 
C-141. The action, effective at once, | and rugged wear. 

was taken to conserve domestic and im- 
ported supplies of horse, colt, mule and | THEY CAN TAKE IT! Hard wear is 
pony hides suitable for military use. | what Boss Gloves are made for. Husky 
Normally, the United States imports | hands have been protected by Boss 
about 35 to 40 per cent of such hides | Gloves for over 50 years...a style 
tees Sent Amestce end Canada, A| SOS need of America at work. 
conser may net coll or deliver any enlt- Every Boss Glove gets the okay of the 


P 2 onl Boss Bureau of Standards (below). 
able horsehide leather meeting military And every glove carries the Boss Cer- 


tificate of Quality. See your jobber! 


specifications, except for the Army, 


Navy, Maritime Commission, Panama 
Canal, or other important government 
agency, or for Lend-Lease purposes. 

* * * 

0.C.D. bucket pumps—man- 
ufacturers have been working with the 
0.C.D. on a standardized bucket pump 
to be made from non-critical materials, 
and are about ready to put this on the 
market. For the present, its sale is 
limited to the area within 300 miles of 
the coast-line. It is anticipated that 
this O.C.D.-approved pump will retail 
at about $5.00. 

* ad * 

Garden hose—The rainy 

weather in many areas has eased the 


THE BOSS MANUFACTURING COMPANY 
KEWANEE, ILLINOIS, U.S. A. 
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* 
Now You CAN CASH IN 
ON THE BIG INTEREST IN 
ELECTRIC FENCE, BUT AVOID 
THE HEADACHES, WITH 


Electric Fence Controller 


© 1942—Prime Mfg. Co. 


This season — right now — there’s 
plenty of business to be had with Prime 
. . » Short-handed farmers, pressed to 
produce more, welcome its big econo- 
mies in time and work—and vital steel 
. » » They welcome Prime because it’s 
safe (hi-line models approved by Under- 
writers’ Lab.) — because they see it ad- 
vertised in their favorite farm papers— 
because their neighbors have used Prime 
successfully for years. 

And that adds up to trouble-free business for 
you — no service worries — a nice profit — 
and merchandise and selling helps you can 
get now, 


Use Prime to make up for some of those “lost 
lines.” Hi-line or battery models. See your 
jobber now. Prime sells only through jobbers. 


The Prime Mfg. Co. 


Milwaukee 


Elmer the Bulhorg 

(above) tells "em 
in our farm paper 
ads: ‘‘I'm strong 
as a bull, big as 
a horse, slippery 
as a hog. I respect 
only one fence— 
the Prime, be- 
cause Prime holds 
all livestock, all 
the time, all over 
the farm."’ 




























of an identical group of firms. 
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Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 


recent demand upon the very liimted 
supplies in wholesalers’ stocks, and this 
has lessened the pressure on manufac- 
turers. For the first time this season, it 
seems possible that some distributors 
will have a little garden hose to offer 
on new orders. 
. * « 

Linseed oil, ete—On May 29 
a 1% cent decline on linseed oil brought 
its price back to the lowest level touched 
since mid-March. Turpentine, reduced 
2 cents on May 9, reached the bottom 
mark thus far in 1942. W.P.B. recently 
has taken over allocation cortrol of ben- 
zine and butyl alcohol. Benzine is in 
growing demand for the production of 
aviation gasoline, 
phenol for plastics and aniline for high 
Butyl alcohol is important 


synthetic rubber, 


explosives. 


in the manufacture of explos‘ves, plas- 
ties, paint, protective coatings and brake 


The Hlardur.are 


Stock-Sales ratios are per tag btai 


fluid. W.P.B. also placed all chlorate 
chemicals under full allocation control. 
These chemicals normally are used for 
making matches, explosives, weed kill- 
ers and rust preventives. 
* * ok 
Industrial equipment limited 
On May 26, the War Production 
Board prohibited sales or delivery of 
14 types of general industrial equip- 
ment, except on military priority ratings 
or specific W.P.B. authorization. The 
order covers such machinery as pas- 
senger and freight elevators, electric 
motors of more than one horsepower, in- 
dustrial fans, industrial air washers, sta- 
tionary steam engines, and other types 
of machinery generally used in indus- 
trial operations. The restrictions do 
not apply to deliveries of repair parts 
worth less than $1,000 for maintenance 
purposes, or more in cases where actual 


Age Blackboard 





d by dividing the cost value of stocks by sales 
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- breakdown or suspension of operations 


has occurred because of damage to ma- 
chinery. 
& a 

Commodity prices—New de- 
clines in some foodstuffs and grains 
dropped the Associated Press Weekly 
Wholesale Commodity Price Index of 
35 important staples to 98.78 per cent 
of the 1926 average, from 99.14 a week 
earlier. The figure was 84.78 per cent 
a year ago. The sharp contrast con- 
tinues between the tightly controlled 
metals and industrial materials, whose 
prices (except for lead and zinc) are 
held at their year-ago levels, and the 
almost unregulated farm products and 
livestock, whose price rises during the 
year account for all the great increases 
in the index averages. 

* * ae 

Construction — War con:truc- 
tion contracts continued in large vol- 
ume during the month of April, ac- 
cording to F. W. Dodge Corp., New 
York City. The dollar total of build- 
ing and engineering contracts awarded 
in April in the 37 eastern states amount- 
ed to $498,742,000. This was a 23 per 
cent increase over April, 1941. While 
the April total was 18 per cent under 
the March figure, the drop is not con- 
sidered to signify a trend, since April 











<— Drive pulley— 
wrought steel, Cham- 
pion No. 5912, four 
sizes available. 


was the period of drastic curtailment of 
civilian construction, and at the same 
time a period of planning for large war 
construction projects to be started 
hereafter. The April figures brought the 
contract total for the first four months 
of this year up to $1,859,944,000, com- 
pared with $1,462,156,000 in the first 
four months of 1941, an increase of 27 
per cent. 


* * * 


Philco sales—Gross sales of 





Philco Corp., Philadelphia, Pa., totaled 
$17,139,891 in the first quarter of 1942, 
as compared with $16,476,996 in the 
corresponding period a year ago, James 
T. Buckley, president of the company, 
announced recently. 

Community service — From 
many quarters come reports of the 
valiant service rendered by the hard- 
ware stores in community service cam- 
paigns, notably in the salvaging of 
waste materials. 


OPA Approves Prices on Certain Washers 


Maximum prices which were estab- 
lished by previous price actions for 
certain new models of washing ma- 
chines manufactured by Barlow & 
Seelig Mfg. Co., Ripon, Wis., and 
Meadows Corp., Bloomington, Ill., are 
continued in effect by issuance May 
29 of Supplementary Regulation No. 8 
to the General Maximum Price Regu- 
lation by Price Administrator Leon 
Henderson. Previously maximum prices 
for the models involved were fixed at 
manufacturers’ levels by Revised Price 
Schedule No. 86 and at retail and 
wholesale levels by Temporary Maxi- 
mum Price Regulation No. 12. Al- 
though Revised Price Schedule No. 86 


* 


4 Hook Sash Lift— 
Government typc 
No. 1139A, wrought 
steel, Champion No. 
3010. 


Section 2941 


Three Champions that meet Government cellar window requirements as specified 
in Critical List, effective February 24, 1942. When you bid Defense Housing and other priority business, 
look to the Champion line for the solution of your problems. A roll call of Defense Housing projects would 


find Champions "present" in most every case. 


Buy Defense Bonds 








remains in force and keeps in effect 
the maximum manufacturers’ prices es- 
tablished for the models involved, the 
temporary order has been revoked and 
superseded on May 18 by General Max- 
imum Price Regulation. The maximum 
price for Barlow & Seelig altered Speed 
Queen Washers Nos. 410, 510 and 615 
remain at 48c., 23c. and $1.02 less than 
the maximum prices for the same 
numbered unaltered models respective- 
ly. Maximum prices for retail sales 
of Meadows models E-79-987 and T-79 
are $49.95 and $54.95 respectively. Sim- 
ilarly, the percentage markups for 
wholesalers are the same as previously 


* 


fixed by the temporary order. 


Meet Critical Specifications 





a Sash Lock — size 22"x%/" 


Government type No. 1139A, 
Champion No. 400 cast iron, 
Champion No. 800 wrought steel. 













THE CHAMPION HARDWARE COMPANY 


51 Murray Street, NEW YORK, N. Y. 


GENEVA, OHIO 
















New and Improved Merchandise—Display Helps—Sales Literature— 
New Packages—New Colors—Catalogs 


1-Gal. “Therm-A-Jug” 


A combination picnic jug with a 
wide mouth for foods and a spout for 
liquids. It is large enough to carry 
small frying chickens, sandwiches, fruit, 





and other prepared foods, or a gallon 
of hot coffee, iced lemonade, or other 
beverages. The sanitary, white-glazed, 
vitrified, stoneware container, unaffected 
by thermal shock, is insulated with 
“Fiberglas.” The outer jacket is fin- 
ished in lustrous gray baked enamel. 
The tight “easy-off” cover can be re- 
moved with a flick of the patented 
lock. Knapp-Monarch Co., St. 
Mo. 


Louis, 


Consumer Fan Folders 


The Emerson Electric Mfg. Co., St. 
Louis, Mo., offers exhaust fan con- 
sumer folder X4563, on the theme, “It 
Pays to Ventilate,” showing installa- 
tion pictures of how different types of 
business use Emerson electric exhaust 
fans, and explaining construction fea- 
tures of the fans. A second consumer 
folder on ventilating fan, X4564, fea- 
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tures the Emerson junior ventilating 
fan for the kitchen. This folder offers 
several suggestions for installing venti- 
lating equipment: Low-cost home 
cooler fans for homes and apartments 
are also presented together with illus- 
trations and descriptions. 


Plastic “Bomb” Nozzle 
for Fighting Incendiaries 


A new type of hose nozzle, the 
“Bomb” nozzle, has been specially de- 
signed for spraying fire bombs. This 
nozzle is small in size, light in. weight, 
and made of tough, colorful plastic. 
Maker states it fits the regular garden 
hose, and breaks up the stream of 
water into fine, dense, cloud-like spray 
recommended by military authorities 
for fighting incendiaries. The nozzle 
is non-adjustable so that there is no 
possibility of throwing a dangerous full 
stream of water on the bomb. The use 
of a fine spray of water has been found 
very practical and effective in com- 
bating incendiaries. This spray does 
not extinguish the bomb, but makes it 
burn itself out more quickly. A bomb, 





for example that would normally burn 
for 15 minutes, will burn out in two 
or three minutes under a fine spray. 
At the same time the spray wets down 
the area surrounding the bomb so as 
to prevent the spread of fire. The 
“bomb” nozzle has been tested by the 
Fire Defense Department, Office of 
Civilian Defense, Washington, D. C., 
and although the government does not 
officially endorse any individual manu- 
facturer’s product, no fault was found 
with the operation of the nozzle, manu- 
facturer states. H. B. Sherman Mfg. 
Co., Battle Creek, Mich. 


Repair Part Assortment 


for Lawn Mowers 
A. M. Collot Supplies, 221 N.W. 8th 


Ave., Miami, Fla., announces a new col- 
orful panel display assortment of popu- 





lar lawnmower pinions and pawls, com- 
plete with patriotic advertising card 


and window stickers for hardware 
stores. Assortment consists of 70 gears 
and 72 pawls individually packed in 
their own marked compartments. 
Shipped in a case so designed that it 
makes a permanent stock cabinet from 
which the display board is supplied. 
Dealers’ cost is $28.50 and suggested 
retail value is $43.00. A 106-page cata- 
log of all lawnmower repairs with cross 
index and 328 full scale drawings. 





Marble Arms Catalog 


Marble Arms & Mfg. Co., Gladstone, 
Mich, has announced that the 1942-43 
edition of its catalog is now off the 
press and available to the trade. The 
catalog shows the company’s line of 
sportsmen’s knives, axes, sights, gun 
cleaning implements, compasses, and 
waterproof match boxes, and _ other 
specialties. The catalog is especially 
helpful in the sale of and the proper 
fitting of sights for all makes of rifles 
and shot guns. 
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for Fuel Economy 
Recommend Heaters 
with the Vaporizing. 


type Oil Burner... 
and 


Dependable 





Controls... 





Wartime Heating in homes, camps, 
barracks spotlights demand for LOW 
COST oil-burning circulators that can 
be installed in a hurry. These heaters 
offer oil conservation, more heat per 
pound of appliance, and when equipped 
with A-P Dependable Oil Controls, 
service-free heating operation. 


Your circulator line will fit Amer- 
ica’s Oil Program better if it uses the 
VAPORIZING TYPE OIL BURNER. Then 
you can be sure of “MORE HEAT PER 
POUND OF METAL.” The majority of 
these package heating units use A-P 
DEPENDABLE OIL CONTROL VALVES. 
This is further assurance of fuel econ- 
omy, control convenience, dependable 
heating, trouble-free operation. 


bens A-P Dependable Controls offer you many 


distinct sales advantages in Wartime Heating. 
Use these advantages to assure YOUR customers 
of medern low-cost heat. 


AUTOMATIC PRODUCTS COMPANY 


NORTH THIRTY — SECOND STREET 


MILWAUKEE ® WISCONSIN 








| terials — 
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Perhaps we've never real- 
— ized the full importance of 
paint— but war is showing us the true value of paint 
protection. Every branch of our armed forces depends 
on paint. It protects airplanes, guns, ships and barracks. 





On the home front, where replacements cannot be 
made, paint is stopping rot, rust and depreciation on 
homes, farms and factories. 


And war is showing us the importance of good ma- 
because good materials prolong the life of paint. 
Take Pol-mer-ik Linseed Oil—it produces a tougher, 
more elastic, longer-lasting film. It improves the appear- 
ance. The ten per cent of polymerized oil in Pol-mer-ik 
gives it these extra values. Sell Pol-mer-ik—let its extra 
protection — protect America. It’s the extra value oil 
at no extra cost. 





Increase Your Profits with Pol-mer-ik in Cans 


Beat the drum — with its mess and its losses due to drips, 
foots, leaks and over-measures. Pol-mer-ik in Cans is clean, 
attractive and time-saving. You buy a can—you sell a 
can — your profit is sure and certain. 











LINSEED OIL % Care 


Pol-mer-ik is the extra value oil at no extra cost 


ik Linseed Oil is 1OO% linseed oil, 1O% of which 


has been polymerized. The polymerized oil adds definite 


Pol-mer 





qualities which make the paint brush out and level better 
so as to produce a better gloss—better appearance and a 


more durable, longer-lasting film. 















e ARCHER-DANIELS-MIDLAND COMPANY * 
me Roanoke Building, Minneapolis, Minn. — é 
& Please send me the story of Pol-mer-ik Linseed Oil & 
e in Cans. I want more profits in my linseed oil selling. e 
* Name. ea 
. Address. oe 
* City State. & 
* 


~ 
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Incendiary Bomb Control 


This pump-tank extinguisher is sub- 
stantially constructed of galvanized 
steel, pa'nted red. A  double-action 
pump assures adequate water pressure 


7 -)\ 


I 
c= 


FOR FIRE 





to fight the bomb at safe distance. 
These extinguishers are easily carried 
to the point where the bomb lodges; 
operation is simple. A_ large re-fill 
opening at the top facilitates quick re- 
plenishing of water, during operation if 
necessary. Extinguishers are supplied 


in two capacities, 2% and 5 gal. The 
latter size is recommended for general 
industrial applications. Buffalo Fire 
Appliance Corp., 44 Central Avenue, 
Buffalo, N. Y. 


Mar-Proof Hammers 


These hammers have _ replaceable 
amber tops which manufacturer states 
will not mar finished surfaces or ma- 
chine parts. They come in three dif- 
ferent face sizes. Handles are genuine 
hickory, securely wedged. Used for 
assembly work and for aviation, auto- 





FULLERS— 
MAR PROOF HAMMERS 
AMBER PROTECTS THE SURFACE 








motive and farm implements. Fudler 
Bros. Ltd., 207 W. 25th St., New York 
City. 


CAP AND SET SCREWS: | 
BOLTS NUTS AND RIVETS | 


MILLIONS IN USE * EVERYWHERE 





F 


Demountable Sander 
Drum Cushion 


This demountable drum cushion can 
be installed on any Holt “Steamliner” 
or Junior “Whirlwind” sanding ma- 





chine. Maker states it is designed to 
eliminate old method of costly labor 
and waiting time. Since cushions are 
vulcanized on a spring backing where 
they are demountable in a few minutes 
time, they can be carried in stock with- 
out fear of rubber deteriorating. Holt 
VUfg. Co., 255 Twelfth St., Oakland, 
Calif. 


-“Dexter-Tubular” 


Locksets-Latchsets 


“Dexter-Tubular Commander Line,” 
as recently announced, is now _illus- 
trated in a separate new “handy-refer- 
ence” catalog. The sets shown in this 
catalog include all-steel trim, glass 
knob trim, “Duralin” (plastic) trim. 
There are certified to conform with 
Federal emergency specifications on de- 
fense housing, and issuance of this 
catalog was delayed to ascertain that 
the line complies with the very latest 
of Federal regulations, manufacturer 
states. The new catalog is designed to 
simplify the “paper work” required in 
figuring defense housing jobs. Each set 
is shown complete with trim in large 
clear illustration. Directly below each 
item appears the catalog number to- 
gether with certifying Federal type 
number. By this means the details of 
compiling catalog numbers in making- 
up a set, and checking these against 
Federal specifications are eliminated. 
Catalogs are available without cost 
from National Brass Co., Grand Rapids. 
Mich. 


To Stop Leaks 


Colorless liquid leak sealer to stop 
leaks in concrete walls, tunnels, floors, 
tanks and pits. Liquid chemical is 
mixed with ordinary Portland Cement, 
molded into a carrot and forced into 
the opening. Where dampness or seep- 
age exists, plaster coat of the same ma- 
terial is applied to make surfaces bone 
dry. Flexrock Co., 23rd and Manning 
Sts., Philadelphia, Pa. 
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Plastic Utility Cord 


“Frostone”—may be used as a pic- 
ture cord, fish line leader, or for gen- 
eral mending purposes. Maker offers 
it as a substitute for wire and states 


Plastic 
Picture Cord 
Replacing Wire 
Fish Line Leader Etc. 


Cleanable — Waterproof 
Almost Invisible 
f Can be Welded 
Noncorrosive 
Strong 





eames ial 


aOR ARN me 


18 Feet 


it can be cleaned, is waterproof, strong, 
non-corrosive and practically invisible. 
Packed on cord as illustrated. George 
Frost Co., Shirley, Mass. 


“Guardex” Mothproofing 


Maker states application 
“Guardex“ permanently  mothproofs 
anything moths eat including mohair. 


in one 





It is applied with a sponge to pene- 


trate deep into the fabric. Active in- 
gredient deposited there is distasteful 
to moths and they will starve to death 
rather than eat fabric so treated, the 
company states. Repeated dry cleaning 
is said not to destroy the effectiveness 
of “Guardex.” If the fabric is washed 
or rinsed in water, another application 
is necessary to keep it mothproofed. 
“Guardex” is said not to harm any- 
thing not harmed by water. “Guardex” 
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is a clear liquid in a clear glass con- 
tainer and is odorless, stainless and 
harmless except to moths and carpet 


beetles. It must be sponged into fab- 
ric, not sprayed. Put up in gallon, 


quart and pint containers. Arzone Co., 


6344 Broadway, Chicago, Ill. 


Devoe’s “Color Fans” 

In promoting its “Library of 150 Wall 
Paint Colors,’ Devoe & Raynolds Co.., 
New York City, is distributing “Color 
Fans” made of tiny “slivers” or color 
chips. These may be spread out like 
a fan. The Devoe “Library of Colors” 





is designed to offer wall colors usually 
available only to interior decorators. By 
a simple mixture of right basic wall 
paint colors with eight stronger, toner 
colors, any of 150 hues may be obtained 
quickly and accurately. 


DO YOUR PART 






* 


REPAIR scue'=== 


THOM ROURS FOR AMEMCAS Wan 
FOR VICTORY 





THE 


Lunch Kit Made of 
Non-Critical Materials 


The “Victory Kit,” a workman’s pint 
lunch kit made of non-critical mate- 
rials, has been announced by The 





Nor- 
black 


Thermos Bottle Co., 
Made of durable, 


{merican 
wich, 
fibre board, the kit requires practically 


Conn. 


no metal. It has a leather handle and 
a leather loop and thong fastener. 
“Proxylin” coated both inside and out, 
the kit is moisture resistant and can 
be cleaned easily with a damp cloth. 
The kit is divided into two compart- 
ments; one holds a pint vacuum bottle 
while the other provides ample space 


for food. 
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FOR VICTORY 


* Fix-Up™ CAMPAIGN 
CAN HELP YOU 
MAKE EXTRA SALES! 








ACME 
TACK POINT 
CORRUGATED 
FASTENERS 





Can also be furnished in 100 tb. kegs . . . offering 
opportunity for profit in bulk sales. in addition, 
there are standard cartons of 250, 500 and 1,000; 
boxes of 100 fasteners, ten boxes to a carten; also 
in boxes containing 50 fasteners of one size. . . 
%” x4; Yo" x 5; %” x 5. A display carton con- 
tains 12 of these boxes. 


ACME STEEL COMPANY 


% It’s important in wartime to make things 
last as long as possible. That’s why Acme Cor- 
rugated Fasteners are geared right to the times 
—they help your customers keep their furni- 
ture, cabinets, screens and other wooden ar- 
ticles in good, usable condition. A display car- 
ton, with a red, white and blue REPAIR label, 
is an extra sales stimulator. Put it up in front 
—and watch it go to work. 

If he works with wood at all, he’s a pros- 
pect for these easy-to-drive Acme fasteners. 
Strong-holding, they penetrate but do not 
crush the wood fibres. The growing need for 
furniture repairs will make this fast-selling 
item sell faster than ever. Be sure to get your 
share of these extra sales—display the carton 
with the REPAIR label. 

If your jobber can't supply you, write us 


direct. 
. 


General Offices: 
2838 Archer Avenue 
CHICAGO, ILLINOIS 


Branches and Sales Offices in Principal Cities 
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SEAN (6,4 


CASTERS 











( ons BE GONE FOR THE DURATION _ 
FOR UNTIL THE WAR IS WON 

WE WEED EVERYTHING I'M MADE OF 
TO SINK THE RISING SUN. 
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in a display container. Four of these 
display units or 12 sanders constitute 
a standard package. Suggested retail 
selling price is $1.95 each. Behr-Man- 
ning Corp., Troy, N. Y. 


Refillable Tool 
for Hand Sanding 


Speed-grits sander, Model 12-D, for 
home craftsmen and home owners as 
well as for professional users. May be 
“Roller Koater” for 
Applying “Kem-Tone” 

The new device is especially designed 
for the application of “Kem-Tone,” new 
resinous emulsion wall finish. The 
“Roller-Koater,” which resembles the 
familiar stipple-roller painters now use 
for oil-type finishes, is so designed that 
it rolls a smooth, even coat of finish 
onto practically any type of surface, 
including wallpaper, without lapping or 
streaking, maker states. No previous 
brush application of the paint is 





used on wood, metal, paint and varnish 
surfaces and composition. Tool com- 
bines advantages of a plane and the 
finishing’ and cutting properties of high 
quality sandpaper, maker states. The 
sander may also be used for smoothing 
and beveling edges of plate glass. Model 
12-D has a magazine which holds a re- 
serve supply of rolled abrasive paper 
or cloth, so that once it is loaded, the 
sanding operation may be continued for 
a period before it is necessary to reload. 


When the sanding surface is used up, needed. This new tool also makes it 
it is a simple matter to unfasten a now possible to get a stippled surface 
clamp and pull a fresh sanding surface with water-mixed paints. Suggested 


selling price 89 cents. The Sherwin- 
Williams Co., Cleveland, Ohio. 


into position, tearing off the worn-out 
end. These sanders are packed three 





Suggestive Selling Plus 





Highly suggestive selling is demonstrated by this recent window display 
of Alder & Dobler, Inc., hardware store at 480 Central Ave., Cedarhurst. New 
York. Realistically conceived the window display effectively demonstrates 
the completeness of the store's fishing and marine supplies. 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


* 


PRODUCTION OF PITA FIBER 
is receiving consideration in Colombia, 
according to the Department of Com- 
merce. Since there are large growths of 
this plant which require no cultivation, 
it bids fair to take an important place 
in making up United States’ deficiency 
in sisal or manila fiber (abaca). Pre- 
vious attempts to commercialize pita 
fiber were not very successful due to in- 
accessibility of the wild growth. Criti- 
cal shortage of fibers in general may 
tend to overcome this difficulty. 

The production of “fique” fiber, most 
generally used for coffee bags, is in- 
creasing due to growing demand and 
rising prices. However, the increase in 
production has probably reached its 
peak because of the lack of machinery. 
Many of the plants are not being ex- 
ploited due to scattered acreage and 
inaccessible locations. 


x kk 


A SWEDISH MANUFAC- 
TURER has just introduced an electric 
tricycle with a one and one-half horse- 
power motor with six batteries which 
permit operation for from 22 to 38 miles 
on one charge, the Department of Com- 
merce reports. 

The vehicle has a maximum speed of 
25 m.p.h. and the standard model sells 
for $415, including batteries. It can be 
equipped with seats for two passengers 
or fitted for the transportation of bulky 
goods. The batteries can be charged 
with ordinary electric current by using 
a special device which sells for $65. 


x *k 


IN AN INTERPRETATION of 
Order M-9-c issued by the WPB Di- 
rector of Industry Operations on May 
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19, the use of brass screws or other 
copper products to attach handles to 
blades of saws was declared illegal. The 
order as amended May 7 provides that 
copper products may not be used in 
the manufacture of any items where the 
use of a less scarce material is prac- 
ticable. Steel screws, use of which is 
not prohibited, are a satisfactory sub- 
stitute for brass screws for saw handles. 


xk 


WPB IN AN INTERPRETA- 
TION of Order L-33 governing the 
manufacture of portable electric lamps 
and shades held that restrictions of the 
order do not apply to the repairing, 
recovering, retrimming or relining of 
lamp shades in which no new metal 
frame is used. The interpretation said 
that the use of non-metallic materials, 
including silk in the recovering or re- 
lining of lamp shades is unlimited ex- 
cept for limitations of the use of mate- 
rials that may be imposed by other 
WPB orders. 

xk & 


WPB’S DIVISION OF INDUS- 
TRY OPERATIONS has granted deal- 
ers permission to base calculations on 
sales during the preceding quarter, rather 
than on the second preceding quarter, 
as previously required, in computing 
inventories permissible under Suppliers’ 
Inventory Limitation Order L-63. This 
change was effected by Amendment 
No. 3, announced on May 25. It was 
stated that the longer base period is 
expected to simplify accounting proce- 
dure, and to provide a more practicable 
and steady figure. 


=f & 
A DEALER located in the Eastern 


or Central Wartime zones may now 
carry stocks of the 19 controlled cate- 
gories of merchandise in an amount 
equal to two-thirds of the dollar value 
of such goods sold by him during the 
three preceding months. Dealers in 
other time zones may maintain inven- 





A Better Buy 
for BOTH of You! 


For you — Morse Drills are a better 
buy because most machinists are thor- 
oughly acquainted with the precision 
standards of Morse workmanship. 
For your customers — Morse Drills 
are a better buy because they are high 
| quality tools. As such, they do more 
accurate work — last longer. And, in 
the long run, cost less! 








TWIST DRILL AND 
MACHINE COMPANY 


NEWBEDFORD, MASS., U.S. A. 


MEW YORK STORE: 130 LAFAYETTE STREET 
CHICAGO STORE: 570 WEST RANDOLPH STREET 
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Every Shelby Americycle you 
place with a war worker 
will do its part in helping to 
solve the civilian transpor- 
tation problem and step-up 
Vietory production. 





i 
TRANSPORTATION 


THE SHELBY CYCLE COMPANY 
SHELBY, OHIO 


NOW IN DEMAND 


STARRETT 
TRANSITS AND 
LEVELING INSTRUMENTS 











No.101 


Contractors, builders, carpenters, mill- 
wrights, farmers, etc., have many uses 
for Starrett Transit No. 99 or Starrett 
Leveling Instrument No. 101. These 
practical, accurate instruments are in- 
expensive and can be operated with- 
out engineering training. We have a 
limited supply available for prompt 
delivery. For a complete description, 
prices and sales possibilities, consult 
Starrett Catalog No. 26A. 


THE L. S. STARRETT CO. 
World’s Greatest Toolmakers 
Athel @ Massachusetts e@ U.S. A. 








tories equaling the dollar value of sales 
during the full period of the previous 
quarter. 

x * * 


THE SALE ON UNRATED OR- 
DERS of fence wire, barbed wire, poul- 
try netting, fence, gates, staples and 
corrugated roofing and siding was per- 
mitted by WPB on May 26 by amend- 
ments to Orders M-21 an M-21-b be- 
cause these items are constantly used 
by farmers and householders for main- 
tenance and repair. These items were 
added to nails, bale ties and small pipe 
(up to 3% in. O.D.) on which no pri- 
ority ratings are necessary for sales from 
warehouses and dealers. An optional 
change in the quota basis for wire and 
wire products delivered to warehouses 
also was contained in the amendment 


to M-21-b. 


NAME & PLACE: The Retail 
Hardware Association of Alabama 
annual convention May 17-19 in Mo- 


bile. 


NEW OFFICERS: President, 
Milton J. Brooks, Brooks Hdwe. Co., 
Bessemer, succeeding R. B. Watson, 
Flomatron; first vice-president, S. B. 
Martin, Wetumpka; second vice- 
president, P. H. Andrews, Jackson. 
J. H. Crowe, Birmingham, is secre- 
tary-treasurer. Directors, O. E. 
Owens, Fort Payne; F. H. Noojin. 
Huntsville; M. K. Lawenz, Foley; 
W. N. Boynton, Talladega; R. B. 
Green, York; W. C. Martin; Alice- 
ville; L. T. Rusland, Evergreen; 
L. W. Parker, Fairfield; J. D. Bell. 
Clanton; W. C. Stewart, Dothan; 


DISTRIBUTORS OF MOLAS- 
SES to farms for insecticidal purposes 
were given permission to acquire stocks 
of molasses equal to their purchases in 
a corresponding quarter for the year 
ended June 30, 1941, by Amendment 
No. 2 to General Preference Order 
M-54, issued on May 25 by the WPB 
Director of Industry Operations. This 
amendment also relieves the farmer- 
purchaser of the task of filling in a 
certificate of necessity as required by 
the original order. This requirement 
must now be fulfilled by the distributor. 

Threatened spread of boll weevil in 
the southeastern states, it was stated, 
makes it necessary that farmers have 
adequate supplies of molasses. When 
mixed with lead arsenic, it makes a very 
effective deterrent to the weevil, as well 
as a general insecticide. 


Convention 


F. O. Braswell, Demopolis, and L. S. 
Hunter, Alexander City. 


RESOLUTIONS: Pledged the 
Association’s best efforts toward the 
conservation of scarce materials. 
Proclaimed its unswerving support 
of the government “in all construc- 
tive efforts designed to assure vic- 
tory” over the Axis powers, and ap- 
pealed to members of the retail 
hardware trade to purchase War 
Bonds and Stamps “to such extent 
as possible.” Urged economy ° in 
non-war expenditures. President 
Roosevelt and Congress were asked 
to “take immediate action to bring 
about all possible savings in Fed- 
eral non-defense spending,” and 
other public officials asked to make 
an equally vital contribution to the 





Left to right, seated: R. B. Watson, Flomatron, retiring president; J. H. Crowe. 
Birmingham, secretary-treasurer; M. J. Brooks, Bessemer, newly-elected presi- 
dent. Standing: O, E. Owens, Fort Payne, director: S. B. Martin, Wetumpka. 
first vice-president; R. B. Green, York, director. 
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Lights instantly 


attention 


Uses less oil 


Glaswik — the 
made ENTIRELY of 
famous Fiberglas Yarn, 
nates competition in price, per- 
formance and profits. No cus- 
tomer returns to using cheap, 

» smelly, slow-lighting, old- 
fashioned wicks once they have 
used Glaswik. Investigate this 
source of protected 


FEATURES 


_ 


original — 


Needs practically no 


the 
elimi- 


rofits — 


Lasts many times longer 
Produces maximum heat 
No carbon or soot 


Cheaper per hour of use 
Mfg. under U.S. Pat. 
Nos. 2,197,866 and 2,184,899. 
ATLAS ASBESTOS CO. 
Dept. 2 NORTH WALES, PA. 
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OIL RANGES 


AND HEATERS 
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WRITE TODAY FOR 





INFORMATION 

















in every issue of Hardware Age. 


It is said: “Opportunity 


knocks but once!” 


That 


depends upon the “door”. 


Opportunity 


is constantly 


knocking at the door labeled 


CLASSIFIED 
OPPORTUNITIES DEPARTMENT 


Here the advertise- 


ments under Positions Wanted, Help Wanted, Accounts 
Wanted, Sales Representatives Wanted and Business 
Opportunities are proving real opportunities for hardware 
men who are looking for help as well as those who are 


seeking positions. 
Send your copy with remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St. + New York, N. Y. 
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Just Wet 
It and 
Place in 
Bowl—and 
It Grows 
Into 
Beautiful 
Plant 
Any 
Season 



























Phillips 


*V Tale:vi 


SOILLESS 


PLANT BALLS 
tke “emg 
Most Fascinating Thing You 


SELLING FAST 


ALL OVER THE COUNTRY 





A “Year-Round’’ Moneymaker 








NO SOIL 
NO DIRT 


NO MUSS 





Ever Saw 


For hanging baskets, table or window bowls 

for Gifts, Party Prizes, etc. . . . Come in 
assorted varieties—-including Sweet Pea, Nas 
turtium, etc. . . . These balls are shipped 
dormant and will keep indefinitely until 





soaked in water. Then they sprout in about 
7 days, and grow quickly into beautiful 
plants, with rich foliage, 
trailing vines, 


BIG PROFIT 


Helps sell Pottery, Bowls, etc. 
Get it on Your Counter Now! 


: Write, 


giving name of 
your jobber 


SOILLESS 
: GROWERS GUILD 


333 N. Michigan 
Suite 202H 


CHICAGO 
PLANT: BARRYTON, MICH. 





Becen 


YOU'D PICK UP A DIME IF YOU SAW IT IN THE STREET. 
BUT WHY DO YOU PASS UP HUNDREDS OF DOLLARS THAT 
CAN BE YOURS? 


Men who have made selling their life’s work testify 
that they can sell much more merchandise when it’s 
properly displayed. Heller Hardware fixtures do an 
unusual job of setting off merchandise, regardless of its 
quality. The impetus they give business more than pays 
for an installation. Thus you gain in extra sales, extra 
profits. Even though your store is small, with Heller 
units you can have a forceful display of a great volume 
of merchandise. Today while money is on the move, is 
the ideal time to set up your store with new equipment. 
Now is the time before the summer rush is on—Now 
is the time while Heller’s prices are low. 


Send for free literature, floor plans and prices. Attach 
this ad to your letter-head and MAIL TODAY. 


W. C. HELLER & COMPANY 


642 Bryant Ave. 


Montpelier, O. 


330 Hudson St. 
New York City 





climbing or 
ete. Thrills everyone. 








Originally designed to do an effortless, quicker, 
better job of stippling, the RED DEVIL ROLLER 
STIPPLERS have become suddenly popular for 
ee ee 
Good bristles are scarce your trade will prefér 
the speed and ease of a RED DEVIL. 


LANDON P. SMITH, inx 


IRVINGTON, N. J 


+ GLATIERS POINTS 
COD SCRAPERS + PA 











for all types of 
PRIORITY BUILDING 





$ Both private and govern- 
ment building of defense 
6.16 LIST housing demands that all 


equipment should come 
within the limits of rigid specifications set forth 
by the FHA and the Defense Housing Adminis- 
tration. The Ideal Cabinet Corporation has met 
these specifications in this Model ““E”’ cabinet 
in size (13%” x 20”) and price. This is why 
contractors have been specifying ‘‘Ideal’s’’ in 
their defense housing plans. Why not write us 
for delivery dates on this cabinet today? 


IDEAL CABINET CORP. 


8843 Central Avenue Detroit, Michigan 
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| national defense by demanding and 
| cooperating in bringing about maxi- 


mum economies in all state and 
local governments at the earliest 
possible moment. 


ADDRESSES: Speakers heard 
at the convention included: Mark 
Lyons, Jr.. McGowin-Lyons Hdwe. 
& Supply Co., Mobile, who wel- 
comed the dealers and later spoke 
on merchandising shortages; Ho- 
bart Thomas, N.R.H.A., who spoke 
on “Hardware Retailing Under War 


| Conditions”; P. O. Davis, director, 


Alabama Extension Service, who 
spoke on “How Farmers and Hard- 
ware Dealers Can Cooperate for De- 


fense”; Martin J. Lide, district man- 


Georgia Convention 


NAME & PLACE: Georgia 
Retail Hardware Association con- 
vention, May 26 and 27 at the Hotel 
Ansley, Atlanta. 


NEW OFFICERS: E. L. Hearn. 
Monroe, elected president to succeed 
J. B. Seckinger, Glennville; Alex 
Hall, Moultrie, vice-president. W. 
W. Howell, Waycress, is secretary. 
J. B. Seckinger, Alvin B. Wight, and 
H. Kilpatrick, were named to the 
advisory board. Directors elected: 
E. A. King, J. M. Hardy, Harry W. 
Jennings, Sr., Harry Alexander, and 
J. E. Robinson. 


RESOLUTIONS: Pledged sup- 
port of the Association to the Gov- 
ernment in all its efforts during the 
present war. 


ADDRESSES: J.B. Seckinger. 


retiring president, said “The first 


| obligation of every hardware dealer 


is to help win this war. Following 
that, it is his duty to operate on as 
profitable a basis as he can under 
war conditions and to keep his or- 
ganization intact so as to be ready 
to serve the public when the present 
conflict is over and provide places 
for those who are mustered out of 
our national forces.” 

Hugh C. Ross, president, McGee- 
Ross Hdwe. Co., Jackson, Tenn., ad- 
vised dealers to find goods that will 
appeal to women and said that even 
though she may not actually do the 
buying, she influences the sale. “The 
hardware dealer who operates a 
store for ‘men only’ and whose store 
looks like he did, may have a hard 
time keeping his head above water.” 
He also said, “and remember wo- 
men like a ‘friendly’ store, one in 
which they can powder their noses 


ager, WPB, who discussed priori- 
ties; S. A. Blancard, Warren Axe & 
Tool Co., who spoke on the sale of 
saws; Ralph W. Carney, sales man- 
ager, The Coleman Lamp & Stove 
Co., who discussed salesmanship; 
F. K. Buckley, attorney, OPA, who 
discussed price control; Ernest 
Young, Hardware Mutual Insurance 
Co.; E. A. Daniles, Lowe Bros. Co., 
who discussed “Selling Paint Under 
War Conditions”; J. Sidney Con- 
soulin, Wage Hour Division, who 
spoke on “The Wage and Hour Law 
as it Affects Retailing”; J. D. John- 
son, Interstate Commerce Commis- 
sion, who discussed how the Federal 
motor carrier act affects hardware 
retailers. 





J. B. SECKINGER 
Retiring President 


or leave their packages if they want 
to.” Mr. Ross concluded with a list 
of items which he had put in to “di- 
versify” his business and had found 
particularly successful. 

Jonathan B. Richards, regional 
officer of OPA, discussed OPA regu- 
lations affecting hardware dealers 
and spent considerable time answer- 
ing questions from the floor. Lloyd 
Raisty, Atlanta Federal Reserve 
Bank, discussed the new credit regu- 
lations and also answered questions. 

Hobart Thomas, N.R.H.A., out- 
lined a 10-point program for the 
dealer and told the dealers that “we 
must do our part by learning what 
the Government’s rules and regula- 
tions are and living up to them.” 

Alex Hall, president, Hall Hdwe. 
Co., Moultrie, Ga., pointed out what 
had happened to French hardware 
merchants in occupied sections of 
that country. “You can’t do busi- 
ness with Hitler,” he declared. “The 
only possible thing to do is to lick 
him. And that is the job we must 
do, cost what it may.” 

A feature of the convention was a 
“dutch treat” banquet during 
which the motion picture “Oppor- 
tunity, Unlimited” was shown 
through courtesy of the Remington 
Arms Co. 
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FILLS THE GAP 


To fulfill your need for a highly effective and steady 
selling roach killer, order a supply of Gator Roach 
Hives. They kill Roaches, Silverfish, 
Waterbugs and Crickets. Most amazing 
item you have ever seen. Nationally ad- 
vertised the year around. Saves damage 
to food, clothing, rugs, draperies, etc. 
Duplicates no other item in your store. 
On the market for 20 years. Retails for 
35c. a package, set of 3 hives. Order 
from your wholesaler. If he has none 
write us direct. Sample free. 


DE SOTO CHEMICAL CO. 


Arcadia, Fila. 


















GENUINE AJE' PRODUCTS 
andard | Srerywhers 
ABQMNMANE, are Lehre 
g Y ee 


HAYING TOOLS 


Hay Carriers, Carrier Track, Track Fixtures, } 
Hay Forks, Hay Slings, Sling Attachments, 
Hay Pulleys, Gable Hinges, Hay Rack 
Clamps, Power Hoists, Hay Knives, etc., etc. 


Established 1879 


~—— atso BARN EQUIPMENT anp 
HARDWARE SPECIALTIES 


“Guaranteed to satisfy the user’’ 


THE NEY MFG. CO., CANTON, O. 














BRANCH HOUSE - COUNCIL BLUFFS, IA 

















IN 
HOUSE 
FURNISHINGS? 


Housewives everywhere are continually on 
the lookout for the newest and best in mod- 
ern housefurnishings. When they visit your 
store be prepared to show them the very 
latest in the numerous products that cus- 
tomers need to furnish their homes. The 
place to look for modern housefurnishings 
and kindred merchandise is in the — 


“WHAT'S NEW” 
SECTION 
OF 


HARDWARE AGE 


as well as in the advertising pages. There 
you will find illustrations and descriptions 
of new and improved merchandise, display 
helps, sales literature, window trims, new 
packages, new colors and the latest catalogs. 
You will find them all a real help in order- 
ing. Keep posted—read HARDWARE 
AGE. 


HARDWARE AGE 


A Chilton Publication 
100 E. 42nd Street New York, N. Y. 
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Help Your Customers 


KEEP THEIR 
FLASHLIGHTS FIT 


To help conserve America’s 
materials, help preserve your 
customers’ flashlights. Supply 
them with Ray-O-Vac LEAK- 
PROOF Batteries—the bat- 
teries that protect against cor- 
rosion, keep flashlights in 1-A 
condition. 


RAY-O-VAC COMPANY 


Madison, Wisconsin 














E 
EVERYWHERE ou SIGHT! 


SLA TIONALLY ADVERTISED 


DOOR-EASE 


STAINLESS STICK LUBRICANT 
Show it! Sell it! Every home 
needs it! Used like a crayon for 
things that stick or squeak. No 
styles . . . no seasons . . . no ob- 
solescence . . . no stock loss. 
«Free display material. Write. . . 
AMERICAN GREASE STICK CO. 
MUSKEGON, MICHIGAN 


DOOR: EASE 


STAINLESS STICK LUBRICANT 

























POSTAL 

INFANT 
COMPUTING 
CANDY 

DAIRY 
DIETETIC 
PHOTOGRAPHIC 
COTTON 
HANGING 
COUNTER 


SPRING BALANCES STANDARD 
Two = Ibs. 


Write for Catalog— & s. 
Adjustable Beam 


Then Order from 4" 
Your Jobber 








PELOUZE MANUFACTURING CO. 





232-242 EAST OHIO STREET CHICAGO, ILL 




















Are you getting 


YOUR SHARE OF 
INDUSTRIAL 
SOLDERING IRON 
BUSINESS? 


One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 

Illustrated here is No. 600-10 (100 


watts, %& in. tip) from the line of 
DRAKE Industrial Soldering lrons. 







ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 





10¢ 
Cards 


25¢ 
Boxes 
or Bull 


THEY PULL—CLINCH—HOLD 


The outstanding fastener for making, repairing 
sereens, garden furniture, frames, ete. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
5224 N. Clark St. Chicago, fil. 








Robertson 
Original ‘"Horseshoe Magnet'' 
Hammers 





The original. Made of superior forged 

steel strongly and permanently magnetized. 

Holds securely. Patterns for home, shop, 

store and other uses Also Patented 

Gripper Clips for holding kitchen utensils, 
tools, golf clubs, brooms, mops, etc. 


. GIBSON GOOD TOOLS, INC. e 
Box 268 Orange, Mass., U.S.A. 


















COOK'S 


NEW STREAMLINE 
SUPER VALUE 
NAIL CLIPPER 


Latest member of Gem ct 
Nail nm gy A. 

Harden ws, 

file, » By Hieertly 
nickeled. Doz. on colorful card 
at jobbers’. Send for details 


THE H. ©. COOK CO. 
27 Beaver St.. Ansonia, Cons. 








SALES OF 1411 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


April, 1942 Comparisons 


SUMMARY 
; Apr.°42 Apr. 42 : 
No. Stores vs. Apr.*42 Apr.’41 Mar. °42 
Apr.°4l Mar. 42 
Total 1,411 +22 +16 _ $10,437,1 10 $8,536, 766 $9, 002, 2,194 


First four months, 1942 showed 33 per cent gain over 1941. 
1942—$39,532,248; 1941—$29,827,868 


Per cent Change Dollar Sades 


Number Apr.”42 Apr.’42 
of firms vs. vs. 
States by Regions reporting Apr.’41 Mar. °42 Apr. 42 

New Engla md 71 +17 . +28 691,932 
Maine 9 +17 +11 60,048 
Vermont & N. H. 8 +20 +48 194,748 
Massachusetts 40 +13 +23 307,239 
Rhode Island . ; 

Connecticut ° 

Middle Atlantic 146 +25 +3] 1,250,418 
Pennsylvania 146 +25 +31 1,250,418 

East North Central 424 +30 +25 3,242,750 
Ohio 112 +28 +30 943,017 
Indiana 66 +42 +15 448,303 
Illinois 109 +26 +19 829,119 
Michigan 43 +35 +49 405,688 
Wisconsin 94 +24 +20 616,623 

West North Central 197 +21 +12 864,643 
Iowa 60 +20 +8 344,785 
Missouri 46 +15 +15 183,795 
Nebraska 42 +44 +30 132,288 
Kansas 49 +14 + 6 203,775 

South Atlantic 52 +19 +9 381,068 
South Carolina 12 +10 +7 102,252 
Georgia 22 +31 +10 166,009 
Florida 18 +12 +10 112,807 

East South Central 13 +16 —5§ 114,814 
Alabama 13 +16 — 5 114,814 

| West South Central 120 +10 -2 832,296 
Arkansas 18 +14 —]] 124,801 
Oklahoma 38 + 3 +2 169,523 
Texas 64 +12 537,972 

Mountain 104 +17 +15 896,359 
Montana 25 +5 +24 226,281 
Idaho 23 +33 +14 200,205 
Wyoming “i ital po OS pitiaen 
Colorado 32 +40 +14 169,001 
New Mexico * 

Arizona 9 +21 + 3 189,588 
Utah ° 
Nevada : 

Pacific 284 +21 + 6 2,162,830 
Washington 46 +21 +22 403,036 
Oregon 30 +28 +20 246,445 
California 208 +20 +1 1,513,349 
Chicago . 23 +18 +23 126,402 
Los Angeles 29 +10 — 8 278,753 
Portland 13 +48 +21 57,033 
San Francisco 25 +36 +11 133,346 
Seattle ll +58 +12 48,555 








* Note while stores in these states are included in grand total, figures for 
these states are not shown on this chart because of insufficient data. Compiled 
by Bureau of the Census, U. S. Department of Commerce. 
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’ 
Hand Saws 


Mitre Box and Back Saws 
Compass and Keyhole Saws, etc 


E. C. ATKINS AND COMPANY =. 








COLYMBIAN VISES jeu 


THE BEST MADE 


*Columbian Vises 
coup suse By tom are the standard for 
AOL 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All 
types for all work. 
See your distributor. 


THE COLUMBIAN VISE & MFG. CO. 
9017 Bessemer Ave. Cleveland, O. 


PL MOVABLE HARDENED 
STECA saw FACES 





















QUICK LOADING CARTRIDGES 
WITH CARTRIDGE EJECTOR GUN 


Use Caulk-O-Seal in the new Vuleco Fibre Car- 
tridge lined with cellophane. Special construction 
of Calbar High Pressure Gun and Cartridge elimi- Sm, 
nates all backfiring and leakage. Quick action. 
No waste. Always clean. Caulk-O-Seal is super- 
plastic, weatherproof. Holds fast. Easy to apply. 
Comes in Tubes, Cans, Drums, CARTRIDGES. 
Black and 12 Colors. Send for Color Chart. 


YOUR JOBBER CAN SUPPLY YOU. 


CALBAR Paint & Varnish Co- 


Mfrs. of Technical Products 
2612-26 N. MARTHA ST. 









—in all styles, sizes and finishes 
bright, cement coated, galvanized 
or coppered—smooth or barbed ... 
Special for nail machines... diamond. 
needle and duckbill points. 

Specify WICKWIRE and test the 


difference in driving performance. a 


WICKWIRE BROTH ERS 


ee A _. * a a ee 











CORTLASN 





Buy Saws hes ATKINS a Feary Type 


410 S. ILLINOIS STREET . 


st % PHILADELPHIA, PA. 


305 Eighth Avenue 


J 
SW 


Circular and eg Shop Saws 
Hack Saw Blades and Frames. et 


INDIANAPOLIS, INDIANA 











MANUFACTURERS of 
Western Riding Equipment 
ADA HAENESS ui power stamped, hont 


tooled western saddles and riding bridles for 


* cattlemen and Dude Ranches. Work harness 

"7 and harness parts. Silver mountings for western 
saddles, bridles, martingales and men's belts. 

* Write for dealer’s catalog 

* 

° KEYSTON BROS. 


WESTERN SADDLE MAKERS SINCE 1868 


755 MISSION STREET - SAN FRANCISCO, CALIF. 






















(aa) BLACKOUT 
NECESSITIES 


Plastic cases, 3 inch 


and 5 inch sizes. 
NO. 7S AND NO. 2034 


With luminous tip. 
NO. 2086 


(D) 
BLACKOUT BUTTON 


it glows in the dark. 
NO 2064 


ORDER THROUGH 
YOUR WHOLESALER 


EMELOID CO. 


oe, cmon, mam, | ] 





PATIENCE Is PATRIOTISM, TOO! 


These are trying days for all of us. If you encounter some delay 
in getting any item in the Fulton line—or poésibly find the particu- 
lar product cannot be supplied at all because of war-time material 
shortages or manufacturing restrictions—we bespeak your patience. 
These difficulties are a part of what we must all share, in helping 


to speed victory. 


LET'S PULL TOGETHER 


It will frequently expedite the shipment of your order 
if you will give us the privilege of substituting items of 
equal value where possible. In this and other war-time 
problems we may be able to offer advice and suggestions 
based on our long experience and contact with other 
dealers. Feel free to call on us. 


PATENT NOVELTY COMPANY 
Fulton, IIinois 











New goods and seasonable merchandise arranged attractively 
in your store windows always make people stop, look and 
usually BUY. For New Goods and timely window displays con- 
sult each issue of Hardware Age. You are reasonably sure to 
find something of real interest. Because— 


HARDWARE AGE, 





Draw People to Your Store—With Good Window Displays 


100 East 42nd Street, New York City 


Hardware Age is constantly striving to help retail hardware 
dealers locate the newest and best merchandise in all lines 
of Hardware. And continually reproducing good window dis- 
plays made by progressive dealers for your help and guidance. 
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LAWN MOWER 


REPAIR PARTS 


A.M. Collot Supplies 


222NW.8 “Ave Miami Fla 


PRIEST'S CLIPPERS 


A Complete 
Line— 

















Ask 
Your Jobber 
75 Years’ Reputation in the Trade 


AMERICAN SHEARER MFG. CO. 


NASHUA, N. H. 


‘GUNSHINE 
IS 











Frenne h O 

MADE IN U.S A | 

ASK YOUR JQB886R 
FOR GUAR EXTRA VALUE 
SEWED PIECE CHAMOIS 


HOYT £ WORTHEN TANNING CORP 
HAVERHILL. MASS 


TATE 


PICTURE 
HANGERS 
and 


PICTURE CORD 


E. H. TATE CO., Boston, Mass. 
Sales Offices alse in: 
Chicago New York Los Angeles 


OXFORD CHISELS 





























» * OXFORD TOOL COMPANY 
G. G. Campbell, Pres. 
1633 N. 2nd St. Philadelphio, Pa. 


KEY BLANKS 


OF EVERY DESCRIPTION 








} 





Catalogue on Request 
GRAHAM MFG. CO. | | 


Dept. W. 
Derby, Conn., U. S. A. 














Good Will 


INGING hymns about good will 
and talking about good will is 
not enough; we must take the next 
step—we must put good will into 
action. 
Good will in action is a dynamic 
way of life. 
Good will in action means reach- 
ing out and up toward the best in 
life. It means thinking the most 
inspiring thoughts; expressing the 
finest emotions; acting the noblest 
parts. 
Good will in action means the 
heroic conquest of fear, anger. 
jealousy, hate and all the other 
negatives that poison the mind. 
Good will in action means the 
bigness to forgive and forget the 
wrongs done us; it means raising 
our mental-sights above the im- 
pulse to retaliate. 
Good will in action means radiat- 
ing thoughts of faith and love and 
fellowship toward those with whom 
we live and work. 
Good will in action means seeing 
the good in everyone and helping 
others to grow and expand their 
personalities. 
Good will in action means sin- 
cere appreciation and praise for 
others; it means the friendly word 
and pat on the back. 
Good will in action means team- 
work; it means helping, not hinder- 
ing our fellow-workers in reaching 


in Action 


all worthy goals; it means shoul- 
ders to the wheel in a common 
cause. 
Good will in action means an at- 
titude of tolerance and understand- 
ing toward men of every faith and 
race. 
Good will in action means _step- 
ping into the other fellow’s shoes 
and looking at his problems 
through his eyes. 
Good will in action means _put- 
ting God on both sides of the table 
whenever men confer. 
Good will in action means rolling 
up our sleeves and putting the ideas 
of the Master to work in the world. 
Wirrrep A. PETERSON, 
Editor, McGill News 


Appreciation Month 


A different sort of a promotion 
is staged by Seminole, Okla., re- 
tailers in cooperation with the 
various school districts in their 
community. During October, they 
put on Appreciation Month Con- 
tests, as a thank you for the busi- 
ness they receive from these school 
districts. Prizes totaling $250 are 
given to the various schools en- 
tering the contest, for the most 
business brought in during the 
month. 





Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


American Hardware Manufactur- 
ers’ Association, meeting jointly with 
the National Wholesale Hardware As- 
sociation, Oct. 19-22, 1942, at the Pal- 
mer House, Chicago, Ill. Charles E. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the manu- 
facturers’ group, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., is 
secretary-treasurer of the wholesalers’ 
group. 


Louisiana Retail Hardware Associa- 
tion, annual convention, June 17-18, 
1942, at the Evangeline Hotel, Lafay- 
ette. Secretary, David O. Mansfield, 
P. O. Box 1432, Alexandria. 


National Retail Hardware Con- 
gress, scheduled for July 13-16, 1942, 
at the Hotel Sherman, Chicago, IIl., 
has been cancelled. Rivers Peterson 
is managing director with headquarters 
at 333 N. Pennsylvania St., Indianap- 


olis, Ind. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers’ As- 


sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 


New York Houseware Show, July 
12-17, 1942, at the Auditorium, Atlantic 
City, N. J., sponsored by the New York 
Housewares Manufacturers’ Assn., Hotel 
Pennsylvania, New York. Mrs. Flo 
English, secretary. 


Central States Hardware Club 
events: golf tournament, June 26 at 
the Tam O’Shanter Golf Club, Chi- 
cago, Ill.; banquet and floor show, 
Sunday evening, Oct. 18, previous to 
the hardware jobbers’ and manufactur- 
ers’ convention, in the Lincoln Room, 
La Salle Hotel, Chicago. Committee in 
charge, Will J. Feddery, Harpware 
Ace, Cleveland, chairman; H. A. 
Squibbs, American Steel & Wire Co., 
Chicago; J. McCue, Russel] & Erwin 
Mfg. Co., Chicago; and Ben Love, The 
Carborundum Co., Chicago. 


HARDWARE AGE 
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Why your Red Cross now needs 


FIFTY MILLION DOLLARS 


Every dollar that you give now to your Red 
Cross marches into the thick of things where humani- 
tarian help is needed most—up to the fronts and battle 
stations where the fighting is heaviest. And throughout 
our broad land to train and equip volunteers to meet 
any emergency that may strike. 


How this War Fund is Used 


SERVICE TO THE ARMED FORCES $25,000,000 


Provides for the care of the Army and Navy, in- 
cluding services to men in hospitals and during 
convalescence. © Provides an important link 
between the service men and their families. ® 
Provides essential medical and other supplies 
outside of standard Government equipment. ® 
Operates Red Cross headquarters at camps and 
naval stations. ® Enrolls blood donors and medi- 
cal technologists for Army and Navy needs. ® 
Provides millions of surgical dressings, sweaters, 
socks, etc., through volunteer workers. 


DISASTER AND CIVILIAN 
EMERGENCY RELIEF - - $10,000,000 


Supplies emergency needs for food, clothing, 
shelter and medical attention for disaster vic- 
tims. ® Assists stricken families in repair of 
homes and other adjustments; provides mini- 


mum reserves of essential relief supplies to pre- 


vent unnecessary delays. 


CIVILIAN DEFENSE SERVICES - $ 5,000,000 


Trains volunteers for home nursing and nurses’ 
aides. ® Trains nurses, men and women, for ac- 


tive duty with the Army and Navy. ® Trains | 


volunteers in First Aid and accident prevention, 

in Motor Corps, Canteen and Production. ® 
Organizes for evacuation of children and their 
families from stricken areas. ® Assists Red Cross 
Chapters in establishing effective coordination 
of emergency relief. 
SERVICE AND ASSISTANCE 

THROUGH CHAPTERS - - $ 4,000,000 

Gives assistance and service to the 3,740 Red 

Cress Chapters with their 6,131 Branches respon- 

sible for lecal Red Cross activities. 


OTHER ACTIVITIES AND | 
CONTINGENCIES - - - + $ 6,000,000 | 


New activities made necessary by unexpected | 
developments. 


TOTAL - 


THE AMERICAN RED CROSS 
$50,000,000 WAR FUND 


Note to Red Cross Canvassers: Use this page to inform 
contributors how their donations are being expended. 





s+ + «© © © © + $50,000,000 
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No. 455 CONDIMENT JAR... 


A smart, practical—and sanitary—serving 


jar for jellies, jams, and condiments. 
Two-piece hinged top and handy spoon 
are red Tenite plastic; clear-glass con- 
ltainer, 6-0z. capacity, is 4” high. Retail 


price: 20¢. 





No. 453 TWIN-SERVER SET.. - 


A best seller for jellies. 
jams, condiments, ete. 
2-piece hinged-tops, spoons, 
and tray are sanitary Ten- 
ite plastic; clear-glass con- 
tainers are 6-0z. capacity. 
Tray comes in red or 
ivory; caps and spoons are 
red‘only. Set retails com- 
plete at 50¢. 





No. 465 OIL AND 
VINEGAR SET... 
Has all-Tenite plastic drip- 
less in red; 
Tenite plastic tray in red 


server tops 


or ivory. Containers are 
clear-glass, 7-0z. capacity: 
height 4”. Retail price: 70¢. 
(Deluxe set No. 461 with 
slides 


steel and 


springs: $1.00.) 


stainless 





No. 630 SUGAR SERVER... 


Very timely for featuring in connec- 
| tion with sugar rationing. Practical 
because it saves sugar, prevents spill- 
ing. 
tic top of red Tenite; is hinged for 


Has sanitary, self-closing, all-plas- 


easy pouring. Container is clear-glass, 


ll-oz. capacity. Height 6”. Retail 


price: 25¢. 





(Retail prices slightly higher west of Mississippi) 
—See the Federal Line © BOOTH 175 ® July Housewares Show 


STEP UP SALES...SELL COMPLETE SETS 








NEW YORK OFFICE — 200 FIFTH AVENUE 
WESTERN OFFICE — TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 


LEAVITT ST., CHICAGO, ILLINOIS 


400 N. 














Classihied Opporvtumitien. Section... 





Use this section to. reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





|  Clamrified Adwentining Ratea | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... 08 


Positions Wanted 
(Special Rate) set solid, maximum 
QED ccccdérncectveseccsseee $1.00 
Each additional word............... .05 
Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Ge TE wetdaedbdcdacectéscasences $6.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 insertions, 5% off; 8 insertions, 10% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


-@- 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





Samples of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
box number advertisers unless accom- 
panied by sufficient postage for remail- 

















HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


a 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 























AN EXPERIENCED EXECUTIVE 
can spare the time now, on account of Limitation 
Order L-62 to do special work for Jobbers, Dis- 
tributors or Manufacturers connected or selling 
Retail Stores. This executive has been very suc- 
cessful in the past ten years doing this work for 
leading Chain Stores and Steel Manufacturers. 
Now, is the time to lay the ground work! 

Address Box H-70, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 








SALESMEN 


now covering hardware, paint and lum- 
ber dealers, wanted for territories in 
New England, Middle Atlantic and 
Central Western States to sell national 
product as a side line. 

Address Box H-57, care HARDWARE AGE 








100 E. 42nd Street, New York City 











MANUFACTURERS’ REPRESENTATIVE 
DESIRES LINE, fast moving hardware or garden 
and field hand tools. Several years’ experience 
calling same trade; have established following of 
leading wholesale and large chain wuticts. Can be 
relied on for contacts and satisfactory representa 
tion. Address Box H-80, care of Harpware Ace, 
100 E. 42nd Street, N. Y. City. 

SALESMAN, EXECUTIVE TYPE, MANY 
GOOD ACCOUNTS, desires additional line for 
greater New York or will consider other eastern 
territory. Address Box H-81, care of HARDWARE 
Ace, 100 E. 42nd Street. N. Y. City 


Ral Wanted | 








MAN CAPABLE OF QUOTING, familiar with 
sources of supply and managing a mill supply 
company. This is not a hardware store but a 
supply house and familiarity with the above re 
quirements is absolutely necessary. For appoint 
ment write giving an outline of your experience 
Address Lancaster Hardware Company, 416 
Grand Street, Jersey City, N. J 


MANUFACTURERS 


Additional HARDWARE, HOUSEWARES and 
ALLIED LINES wanted by members of the New 
York Hardware Boosters. Membership consists of 
alert salesmen with profitable contacts among 
wholesalers, retailers, and mill supply distributors 
throughout the eastern and middle Atlantic States. 


Address Box H-76, care of HARDWARE AGE 
100 E. 42nd St., New York City 











PAINT DISTRIBUTORS 


Well-known quality paint manufac- 
turer for over fifty years, located in 
Pittsburgh, Pennsylvania, desires dis- 
tributors in eastern, mid-western, and 
southern states. 
Address Box H-16, care of cw AGE 
100 E. 42nd St., . City 





CANADIAN AGENCY 
WANTED 


By an established firm of hardware representa- 
tives with excellent connections to the trade. 
Priority exempted products only. 
Write to:— 

MARSHALL-HALL COMPANY 
9 Wellington Street East, Toronto, Ontario 

















Good 
Management 


* is merely the transmission of 
* the intentions and purposes 
* of the management through 
* the staff to the customers 








| Business Opportunities | 














MODERN HARDWARE STORE FOR SALE. 
Ideal location in center of south eastern Mass. 
| town. Winter population 6000—Summer about 
20,000. Well selected stock, including sporting 
and electrical goods. Inventory about $12,000. 
Wholesale connections with best houses. Estab- 
lished by present owners about 25 years ago. 
Reasons for selling—age and ill health. Address 
Box H-79, care of Harpware Ace, 100 E. 42nd 
St.. New York City. 





HARDWARE AGE 


[] Send invoice. 
NAME 


ADDRESS (Home?) 





HERE’S AN EASY WAY TO SUBSCRIBE 


100 East 42nd Street, New York, N. Y. 


Please enter my subscription to HARDWARE AGE for one year—26 issues. RATES: United States 
$1.00; Canada $2.00; Foreign $2.50. 


[] Attached is my remittance. 


FIRM NAME 


. City 


St. .. PT oe 








HARDWARE AGE 








JUN 














AGE 









Next to the Stars and Stripes... 





AS PROUD A FLAG AS INDUSTRY CAN FLY 


I doesn’t go into the smoke of battle, but 
wherever you see this flag you know that it spells 
Victory for our boys on the fighting fronts. To 
everyone, it means that the firm which flies it has 
attained 90 percent or more employee participa- 
tion in the Pay-Roll Savings Plan . . . that their 
employees are turning a Eig of their earnings 
into tanks and planes and guns regularly, every 
pay day, through the systematic purchase of 
U. S. War Bonds. 


You don’t need to be engaged in war production 
activity to fly this flag. Any patriotic firm can 
qualify and make a vital contribution to Victory 
by making the Pay-Roll Savings Plan available 
to its employees, and by securing 90 percent or 
more employee participation. Then notify your 
State Defense Savings Staff Administrator that 


— 
a 


JUNE 11, 1942 


Make Every Pay Day “Bond Day" 


Signifying 90 Percent or More Employee Participation in the Pay-Roll Savings Plan 


~~ have reached the goal. He will tell you 
Ow you may obtain your flag. 


If your firm has already installed the Pay-Roll 
Savings Plan, now is the time to increase your 
efforts: (1) To secure wider participation and 
reach the 90-percent goal; (2) to encourage 
employees to increase their allotments until 10 
percent or more of your gross pay roll is sub- 
scribed for Bonds. “Token” allotments will 
not win this war any more than “token” resist- 
ance will: keep our enemies from our shores, 
our homes. If your firm has yet to install the 
Plan, remember, TIME IS SHORT. 


Write or wire for full facts and literature on instal- 
ling your Pay-Roll Savings Plan now. Address 
Treasury Department, Section D, 709 12th St., 
NW., Washington, D. C. 








STILL AVAILABLE! 
REMARKABLE CONTAINER 


THER-MO-PACK 


CONVERTS EMPTY FRUIT JAR 
INTO VACUUM BOTTLE 


This scientific container holds any standard make quart 
fruit jar and KEEPS FOOD OR DRINK HOT OR COLD 
FOR HOURS—Use just as you would a vacuum bottle 


or jug 
EVERYDAY USES 
* Pienics 
Storing ice Cream or ice Cubes 
Keeping Baby's Food right temperature for 
feeding while traveling or visiting 
Hot or cold lunches 
For carrying drinking water or beverages 
while traveling 
For the farmer in the field 
Hunting and fishing trips 
THER-MO-PACK is attractive, efficient, durable 
and unbreakable. Every family will want sev- 


eral. 
FAST SELLER AT 60¢ RETAIL 
Sold LAwRI ENCE storeseverywhere. ORDER TODAY. 


WRENCE A. LOCKWOOD COMPANY 
—- E. ERIE STREET—Dept. A.—Chicago, Illinois 


CASTERS 


86% more BALL BEARINGS — 


aero 




























FAULTLESS CASTER PTT 


EVANSVILLE, INDIANA 
Branches in Principal Cities Canada Factory: Stratford, Ontario 





Edges Won't 
Curl nor Split 


—because their blades are 
made of TEM-CROSS Inger- 
soll Process Steel. 


It is eross-rolled to give an 
interlocking, mesh-grain struc 
ture and heat-treated = to 
hold edge keenness and to re 
sist curling and splitting. Write 
for prices on 


INGERSOLL SHOVELS 
Available in all types and grades. 
Address Dept. H.A. 
INGERSOLL STEEL & DISC DIVISION 


Borg-Warner Corporation 
New Castle, Ind. 


Genui"® TOMES of S] LENCE 

















SLIDE SILENTLY - SOFTLY - SMOOTHLY 


4c SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Name “Domes of Silence" 
on each genuine Glide. 
















Domes of Silence — Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





Ask your Jobber If he 0 plied write to 


DOMES of SILENCE Inc. 35 Pearl St 





| 
| 
| 





Ondex SJo Adwertiretrn 





A M 
Acme Steel Company . 77 | McDonald Mfg. Pe SS ee 
American Chain & Cabie Co., McKinne os. ijasdanie ae 
Inc. ‘ .... 12) Master lock he wii 93 
| American Chain Div. iy 12 | Master Metal Products pans 
American Grease Stick Co. . 82) Milcor Steel Co. ; 92 
American Red Cross ; 8) | Miller, Inc., Robert E. . 90 
American Shearer Mfg. Co. .. 86 | Millers Falls Co. .. ; 14 
American Steel & Wire Co.. 6-1 | Milwaukee Stamping Co. ‘ 47 
Ames. Baldwin Wyoming Co... 57 | Moore Push-Pin Co. 12 
Arcade Mfg. Co. ‘ 81 | Morse Twist Drill & Machine Co. 79 
Aachen Benin Midland Co. .. 75 | Mortell Co., J. sa 
pone y eg A & Co. ; 46 | Myers & Bros. Ca, The FL E .. 8 
Atkins & Co., E. C. soi 
Atlas Asbestos Co. ‘ 81 | 
Automatic Products Co. 75 
N 
National Mfg Co. ‘ 52 
B Ney Mfg. Co., The.. ‘ 83 
North Bros. Mfg. Co. 62 
Bassick Co., The 78 
Boss Mfg. Co., The ; 71 
° 
c | Okonite Co., The ; 69 
Oxford Tool Co. : 86 
Calbar Paint & Varnish Co. 85 
Champion Hardware Co., The 73 | 
| Clayton & Lambert Mfg. Co. .. 12 
| Clemson Bros., Inc 67 | 
a Gnigosstive Stove Co., P 
e 69 
| Collot Supplies, A. M. we i} - 4 2. ian. 
Columbia Steel Co. 6-7 | Porter. Inc. H. K ‘ 10 
Columbian Rope Co. ‘ 13 | Prime’ Mfg. Co. . .. 
Columbian Vise & Mfg. Co. .. 85 E 
Congoleum Nairn Inc. ‘ 9 
Cook Co., H. C., The 84 | 
Crescent Tool Co. ... “a 39 | 
w 
Raybestos-Manhattan, Inc. (Indus- 
5 | _ trial Sales Div.) ; 
| Ray-O-Vac Co. . a 83 
Dean Rubber Mfg. Co. .. ’ 65 | mee og home. Coa. nt. ......°- 
DeSoto Chemical Co. 83 | Republic Steel Corp. sae 
Disston & Sons, Henry : 5! Ryerson & Son, Inc., Jos. T. . 53 
Dixon Crucible Co., Joseph .. 49 
Domes of Silence, Inc. ae | 
Drake Elec. Wks., Inc. a 
} s 
| Sand's Level & Tool Co. 1z 
E Sandvik Saw & Tool Corp. a 8 
Emeloid Co., Inc., The . oe od nm gO ie 
| Sheffi ield Bronze Powder & Sten- 
| et Co. : 
| Shelby Cycle Co. . ; 80 
F | Sherman Mfg. Co., H. B. is ! 
" | Simonds Saw & Steel Co. 64 
Fairbanks Co., The ‘ 4 52 | Simoniz Co., The 35-36 
Faultless Caster Corp. ; 90 | Smith Bros. Hdwe. Co., The.... 16 
Federal Tool Corp. . 87 | Smith, Inc., Landon P. ost ae 
Florence Stove Co. ... 41 | Socony-Vacuum Oil Co., Inc..... 4 
Foley Mfg. Co. 12 | Soilless Growers Guild os 
| Stanley Tools ....... 5 
Starrett Co., L. S. ‘ 80 
Stewart Iron Wks. Co., Inc., The 48 
c | Superior Fastener Corp. ......... 84 
om Good Tools, Inc. 84 | 
Gilmer Co., L. H. , 63 
Graham Mfg. Co. 86 | T 
Tate Co., E. H. 86 
Technical Glass Co., Inc 45 
Tennessee Coal, Iron & Railroad 
H Co. 6-7 
Henson Scole Co. ; 47 | Triplex Screw Co., The ; 76 
Hazard .~. Wire Works 69 | 
Heller & Co., W. C. 81 | 
Hoppe, Inc., "Frank A. 12 
Hoyt & Worthen Tanning Corp. 86 | u 
Union Hardware Co. 8 
Union Steel Prods. Co. 12 
I U. S. Steel Corp. ‘ 6-7 
ideal Cabinet Corp. ; 82 | 
Independent Lock Co. 19 | 
Ingersoll Steel & Disc Div. Borg- | 
Warner Corp. p 90 Vv 
| Vaughan & Bushnell Mfg Co. 44 
| 
| 
K 
Kampa Mfg. Co. ; 10 | w 
Keyston Bros. 85 | 
Wickwire Bros., Inc. 85 
Wooster Brush Co. , 2 
L 
Libbey-Owens-Ford Glass Co... ie Y 
Lockwood Co., Lawrence A... 90 | 
Lufkin Rule Co., The 48 | Yale & Towne Mfg. Co., The.. 3 
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Use These Sheets for Your 
10 
92 
R 
: ECORD of MAXIMUM PRICES 
79 
46 
8 
52 
83 
62 
69 
86 
85 
83 
10 
72 
53 
83 
33 
43 
53 
<4 — Actual size of sheets 9¥ by 12 inches over all; writing area 
59 8'/2 by I1'/2 inches. Sheets printed on both sides of good 
4 white bond paper, with 28 entry lines on each side. PRICE $1 
10 : for 200 sheets (400 pages) plus 25¢ mailing charge. 
: 
~_ you must have a prepared statement of for 28 items. Your $1.25 investment will 
| maximum prices available at all times, provide you with sufficient space to list 11,- 
81 for inspection in your store by anyone, by 200 items. 
80 July 1, 1942. 
48 The HARDWARE AGE Inventory Sheet 
84 HARDWARE AGE Inventory Sheets are Loose Leaf Binder, for these sheets, enables 
readily adaptable to this purpose. All you you to keep them in permanent book form. 
have to do is list each item, describe it so These binders are available at an additional 
that it can be identified and show your maxi- cost of 50c per set. 
S mum March, 1942, price. This is the infor- 
| mation O.P.A. requires you to have in your Due to the exceptional low price at which 
4 “price book.” these sheets are sold please have your money 
, , , order or check accompany your order. 
These sheets are inexpensive and will save 
you time and money. You get 200 sheets for Save time—save money by using these sheets 
only $1 plus a 25c mailing charge. As these for your Record of Maximum Prices. And 
s sheets are printed on both sides of good get the Binders so that you can keep them in 
6-7 white bond paper this means you really get permanent book form. Use the coupon be- 
400 pages. Each side of the sheet has room low to order your supply today. 
44 ee This COUPON. ccaccaccccccccnccccncescscceces 
HARDWARE AGE 6-11 
100 East 42nd Street, New York, N. Y. 
Gentlemen: 
* Here is my $.......... Please send me......... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 
plus 25c mailing charge). Also send me.......... Binders (50c each). Send these to me by return mail. 
A errr ee Pee eee eer er re err INES civ bcs sh eanwenetents+686eiied0d 5440 5dN ede aead 
EE cei aa ne oc wewadipewea basa cle slate mead ae abil S05 Saban. Cab ehaknssadewsihecane 0 a er er 
3 
JUNE 11, 1942 

















Bill, LOOK WHAT I'VE GOT! 
IT’S REALLY OPENED MY EYES ON @& 


HOW | CAN STILL GET THANKS, JOE. I'll 
BUSINESS TODAY. _ SEND FOR A COPY OF THE 


| ¥ MILCOR DIGEST OF WARTIME 
BUILDING REGULATIONS. 
IT'S JUST WHAT 
I'VE BEEN LOOKING FOR. 











MiLtCOR. Digest of 


Wartime Building Regulations 


Here is valuable information for you—to help 
you stay in business, by pointing out the many 
applications of Milcor products which can be 
made under latest war regulations. In only a 
few cases are there direct restrictions upon 
present stocks of Milcor materials in the hands 
of the trade. You can go ahead with confidence, 
by following the rules and cooperating with 
local authorities. Write for your copy today. 








MiILCOR: STEEL COMPANY 


MILWAUKEE, WISCONSIN CANTON, OHIO 


CHICAGO. ILLINOIS © KANSAS CITY, MISSOURI © NEW YORK, NEW YORK ® ROCHESTER, NEW YORK ® BALTIMORE, MARYLAN 


HARDWARE AGE 





-¥ = gan 


a > yee 


.. protecting vital equipment and supplies. 


Master Padlocks “have landed” in the service of the 
United States Marine Corps, and to borrow the famed, 
familiar phrase, “have the situation well in hand.” With 
the Marines, as in every other branch of America’s fighting 
forces . . . and as in thousands of industrial plants pro- 
ducing the vital material for Victory ... Masters are 
on guard ... furnishing the same dependable protection 
which long ago won them the nation’s preference for 
peace-time security. 


LAMINATED «© WROUGHT ee DOUBLE CASE 

















1. war, no business ts as ow Aad yet 


| must preserve some portion of normality 


for the protection of our economic stability, 


e # energues ond resources of the Shapleigh 
eo oom Company are being divechial lo- 
mel two objectives: full cooperation in the war 


effort ond the costiiiation of our facilities in 
a manner which can best Serve the independent 


ya villain 


SHAPLEIGH HARDWARE COMPANY 


ST. LOUIS 











Shapleigh National Series No. 2382 














